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WATERPROOFING PROBLEMS 


With EVERCRETE, masonry of any kind, Old or New. Inside or 
Out—concrete, brick, stucco, cement, plaster, asbestos or mortar— 


is made 


*Di5 75 
PER GALLON 


LIST 
| gal. container $2.75 per gal. 
2 gal. container $2.75 
5 gal. container $2.65 
0 gal. container $2.55 
5 gal. container $2.50 
Slightly higher in the West 


Effective and Economical Ready Sales and Profits 
PROMPT DELIVERIES 


WATERPROO F 
DUS Tt PR O OFP 
CRUMBLE PROOF 
WEAR PRO O F 
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CRACK PROOF 
and ACID AND GREASE RESISTING 


ANYONE CAN APPLY Evercrete 


No Mixing — Ready for Immediate Use 
@ It is merely flushed on until floor or wall is thor- 
oughly saturated. One gallon treats from 200 to 400 sq. ft. 
depending on porosity. 


@ EVERCRETE penetrates deeply into the surface and 
changes the components into one single tough, waterproof 
riass. EVERCRETE is colorless and does not change the 
color of masonry on which it is used. EVERCRETE can 
be applied to wet or dry, painted or unpainted surfaces. 
EVERCRETE fixes lime in concrete so that it can no longer 
be leached out by water or other liquid. EVERCRETE per- 
manently eliminates “hot spots” and presents a surface 
bonded perfectly for painting. 


@ You can sell a lot of EVERCRETE with lasting satis- 
faction to your customers and an excellent profit to your- 
self. Industrial and home owner prospects are all around 
you. Go after that profitable business. Ask your jobber’s 
salesman or write us direct for full information. 
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always a gocd Wooster Cush 


QS E The high standards for quality, which have made Woosrer Brusnes famous 


the world over, would be altered only because of a major catastrophe. © 
TODAY, Wooster brushmakers continue to produce the best brushes which can 


be made under present war restrictions. @& ®—<—~ Wooster Wartime Brushes 







are available and can be furnished for 


essential uses through Wooster jobbers. 


FOSSSET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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Appearing July 25 in the 
SATURDAY EVENING 
POST. Be ready for it. 


YALE 1S TELLING AMERICA TO SHOP AT YOUR STORE 


1S 


WILL YOUR BUSINESS BE READY? Unavoidable scarcities and ' 
delays are threatening your business. But the danger can be 
reduced by preventive measures, by alertness to war-time * 
sales possibilities. 


- LET YALE BE YOUR “RAID” WARDEN. While the wareffortmay | YALE PUTS 3 BIG SALES MOVERS 


limit your stock, Yale’s advertising in the POST is a constant IN YOUR BUSINESS 
reminder of the many products you still can sell... a con- 
stant invitation to your community to “shop at your local 
hardware store.” 


~YALE~ 


THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE Srinrcnv, conn. s.: 


es 














AUGUST 6, 1942 3 
Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 (Printed in U. 8. A $1.00 per year, Single copies, 25¢ each. Vol. 150, No. 3. 



















BOSTON WOVEN HOSE am 


& RUBBER COMPANY 


CAMBRIDGE, MASS. 


e 
Se Ons —_ Wit 
Over gs ume the 
actureg ment wil] pdt. ure “ee oe 
Pings’to ,- that 
e 





HARDWARE AGE 





4 ‘ 
Aree. 


GEORGE H. GRIFFITUS 
President and General Manager 
CHARLES J. HEALE 
Vice-President and Editor 
L. V. ROWLANDS 
Sales Manage: 
Associate Editors 
GEORGE G. HOY KENNETH A. HEALE 
GEORGE M. SANGSTER RUDOLPH 8. WILD 
ALBERT J. MANGIN 
“Who Makes It?’’ Directory Editor 
L. W. MOFFETT 
J. DONALD BROWNE 
Washington Representatives 
SAUNDERS NORVELL 
Contributing Editor 
HARRY R. TERHUNE 
Los Angeles, Calif., 
Pacific Coast Editor 


JOUN G, WILCOX 
Circulation Manager 


ADVERTISING DEPARTMENT 
BOSTON : 


CHacuNncEY F. ENGLISH, 140 Federal St. 
New YorRKE: 
Hat G. BLopcetTt, 100 East 42nd St. 
E. R. SANDIFORD, 100 East 42nd St. 
CLEVELAND: - 
WiLL J. Feppery, 709 Union Blidg., 1836 Euclid Ave, 
CuHIcaGo: 


KENNETH C. WARNER, 1012 Otis Bidg. 
Ove B. BERGERSEN, 1012 Otis Bldg 


San FRANCISCO, CAL.: 


R. J. Bircw, 155 Sansome St 


Los ANGELES, CAL.: 


K. J. Brrcw, 541 Consolidated Bldg., 607 So. Hill 8t. 


© 


Owned and Published by 


CHILTON COMPANY (Incorporated) 


Exécutive Office Editerial and 
Chestnut and 56th Sts, Advertising Offices 
Philadelphia, Pa., U.S.A. 100 Fast 42nd 8t., 

New York, N. Y., U.S.A 


Officers and Directors 


C. A. MUSSELMAN, President 
Vice-Presidents 
4U8. 8. HILDRETH GEORGE H. GRIFFITHS 
EVERIT B. TERHUNE J. H. VAN DEVENTER 
Cc. 8. BAUR 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JULIAN CHASE THOMAS L, KANE 
G. C. BUZBY P!.M. FAHRENDORF 
HARRY V. DUFFY CHARLES J. HEALE 


“ 





HARDWARE 
AGE 


Editorial and 
Advertising Offices 
100 East 42nd S&t., 


Published Every 
Other Thursday 


Executive Office 


Chestnut and 56th Sts., 
Philadelphia, Pa., U.S.A. 


New York, N. Y., U.S.A. 


Established 1855, succeeding and embodying “Hardware” of New York; 
St. Louis; “The Western Hardware 
New York City; “The Hard- 
ware Reporter,” St. Louis; “Hardware Salesman,” Chicago; “Hardware 
New York 


“Stoves and Hardware Reporter,” 
Journal,” Omaha; “Iron Age Hardware,” 


Dealers Magazine,” New York, and “Good Hardware,” 


EDITORIAL CONTENTS 
AUGUST 6, 1942 


Vol. 150 No. 3 


Just Among Ourselves, by Charles J. Heale 

Records That Aid in Handling Priority Sales 

Women in Industry Mean More Profits for Hardware Stores 
What Kind of Clothes for the Hardware Sales Lady? 
Hardware Age Retail Sales Idea Club 

NRHA Congress Story ....... 

Our War Time Job, by Thos. K. Ruff 

The Hardware Outlook, by Frank B. Kaufman 

Have You Posted Your Ceiling.Prices? 


The Dean’s Page, by Saunders Norvell 


News of the Trade 28 
38 Coming Conventions . 


Washington News Reel 
Priorities and War Orders 


What's New? . 46 
How’s the Hardware Business? 50 


Hardware Men’s Hobbies 


Copyright 1942 by Chilton Company (Inc.) 


ADVERTISING INDEX—PAGE 64 


Subscription Priees—United States, its pos- 
sessions: one year $1.00. Mexico, Central 
America, South America, Spain and its 
colonies: one year $1.00. Canada $2.00. 
Foreign countries not taking domestic rates 
one year $2.50. Single copies 25 cents each. 


NET PAID CIRCULATION THIS ISSUE 22,243 


10 
14 
16 
18 
22 
23 
25 
37 
56 


57 
62 
63 











Stanley Chisels are made in styles to meet the 


various preferences of woodworking craftsmen. All 


types are made of the finest tool steel, tempered to 
hold a keen cutting edge at any point on the blade. 

Tang Chisels, with light, thin blades, are made 
with the popular “Stanloid” composition or hard- 
wood handles, shaped for balance and working 
comfort. Stanley Socket Chisels are forged in one 
piece —no welded socket. Handles are selected 


hickory, capped with leather washers. 


Stanley Chisels, as well as all other tools in the 
complete Stanley line, are identified by this best 
known mark of tool quality. . . 

Trade Mark 


Stanley Tool Catalog No. 34 is the world’s 
leading reference book for good tools. 


STANLEY TOOLS 


NEW BRITAIN, CONN. 
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“Who Makes It?” :— 


All regular readers of 
HarpwarE AGE have now re- 
ceived their 1942-1943 copy 
of “Who Makes It?” Catalog 
and Directory Issue dated 
July 23, 1942. This issue 
marks the twenty-first year in 
which HARDWARE AGE has 
provided a Buyer’s Guide to 
wholesalers and retailers of 
hardware and allied products. 
There are several new features 
and changes this year—which 
—plus the multitude of de- 
tails necessary to produce this 
huge and useful issue, brought 
about a slight delay in mail- 
ing. We regret this, but trust 
our readers will agree that two 
or three days’ lateness is justi- 
fied by the increased useful- 
ness of this handy buyers’ 
guide. This issue comes to all 
readers at no extra cost for the 
twenty-first time and in our 
judgment is a worthy edition 
to mark the twenty-first birth- 
day of this service to the hard- 
ware industry. This is easily 
the most complete and useful 
directory of manufacturers, 
trade and brand names avail- 
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able in any distributing field 
and is the pioneer and fore- 
runner of all such special di- 
rectory issues—much imitated 
—hbut not yet equalled for 
practical every day usefulness. 


Streamlined “One 
Stop” Service:— 


For convenience and to save 
your time, the product listings, 
in alphabetical order, include 
the brand and trade names as 
well as manufacturer’s name 
and address—all in one place 
under the individual and re- 
spective - product headings. 
You need only locate the prod- 
uct and you can quickly secure 
the manufacturer’s address, if 
you know either his name, 
trade mark or brand—they 
are all in the same tabulation 
under the product heading. 
This directory is streamlined. 
You don’t have to look in 
more than one place. You have 
a “one stop” service when you 
use the Harpware AGE Dt- 
RECTORY. More than 20,000 
brand names are recorded in 
this easy to find manner. This 


particular innovation is too 
new to be copied, as yet, by 
other directory publishers who 
have copied every other detail 
of previous issues even to an 
almost duplicate format and 
choice of type. 


Reference Section: 


The “reference” section in 
the back of this issue is also 
new and timely. Here, start- 
ing on page 709, you will find 
the latest data on war-necessi- 
tated, Governmental orders 
affecting your daily business. 
For your convenience again, 
this data is arranged by prod- 
ucts so that you can quickly 
refer to the product in ques- 
tion and obtain brief, easy to 
understand, essential facts that 
you must know if you are to 
do business under today’s reg- 
ulations. You will definitely 
find this Reference Section 
most useful almost every day 
in the business year—always 
available for quick reference 
on many lines common to your 
stock. The efficiency of this 
particular summarization of 
these various Government or- 
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ders is eloquently attested to 
by the heavy demands for ex- 
tra copies of a similar pre- 
vious, and less complete 
compilation published by 
HarpwarReE AGE on June 25, 
1942. These requests came by 
mail and wire not only from 
wholesale and retail readers 
but also from various OPA 
branch offices. 


How Do You 
Like [t?:— 


Naturally, the publishers of 
HARDWARE AGE are very anx- 
ious to know that subscribers 
received their copies of the 
“Who Makes It?” issue in 
good condition and are even 
more anxious to have the reac- 
tions of those who will use this 
book in their daily work. 
Please write and tell tis how 
you use this book, how often, 
the features you particularly 
appreciate and, if you will, 
give us any suggestions for 
improving subsequent editions. 
How do you like the stream- 
lined “one-stop” service han- 
dling of the listing of manu- 
facturers names and ad- 
dresses with brand names all 
“in one place” under the 
product headings? How much 
time does this save you? How 
do you like the Reference Sec- 
tion which condenses and in- 
terprets, essential Government 
orders? How do you like the 
arrangement of the condensed 
catalog advertisements alter- 
nating with listings. This is the 
third year this latter practice 
has been followed. Do you 
like it? How do you like the 
Products Index, in the front 
of the book printed on green 
paper where you can quickly 
locate the condensed catalog 
advertisements of 525 manu- 
facturers whose products are 
available for hardware trade 
distribution. Please write and 
tell us. 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 38 








Christmas 
Packa ges:— 


Although the Christmas 
selling season may seem a 
long way off to many readers, 
thousands of hardware men 
have already bought their 
toys, games and other gift 
items. They will welcome the 
news that gay holiday wrap- 
pings will be available. Wm. 
W. Fitzhugh, chief of WPB’s 
folding and set-up box section, 
has assured the availability of 
such trimmings on the basis 
that there is, currently, an 
abundant supply of paper 
board and that no restrictions 
on the production of any type 
of paper box are presently 
contemplated. 


Your “Ceiling 
Price” Book:— 


Though unable or unwilling 
to provide retailers with a le- 
gal time extension for the 
completion of a complete 
“ceiling price” record of every 


item in stock, OPA is obvi- 
ously going to be somewhat 
liberal toward dealers who at 
least show the “spirit of com- 
pliance” and who make some 
definite headway toward pre- 
paring this record. Under the 
circumstances every retail 
reader is urged to get as much 
of his “ceiling price” data to- 
gether as quickly as is hu- 
manly possible—building it 
either from inventory records 
or by using the best available 
jobbers’ catalogs. Whatever 
form you select, and it is your 
privilege to follow any record 
system you wish, dignify this 
set of records with a sticker 
label reading “My ceiling 
price book.” Put your firm 
name below this designation. 
Make your record book, even 
though only partially com- 
plete, look as genuine as pos- 
sible and thus indicate the 
“spirit of compliance” to OPA 
and to your customers. In 
doing so you may avoid seri- 
ous trouble, investigation and 
costly “token prosecution” fo1 
no one can say with certainty 
just where “test cases” may 
originate. Further, you will 
set at rest any wrong notions 
which may develop among lo- 
cal customers who, failing to 
note some impressive “price 
ceiling” record, may wrongly 
assume you are not complying 
with the law. 





The General Maximum Price Regulation 


HARDWARE AGE has secured a supply of Bulletin No. 2 describing in 
simple, understandable language the various things retailers are required 


to do under the General Maximum Price Regulation. This Bulletin explains 


in detail the steps for arriving at your ceiling prices; how to prepare your 


statement of ceiling prices and the statement of “cost-of-living commodity” 


ceiling prices; illustrations of how to post those prices; a complete list of 


the “cost-of-living commodities”; records dealers are required to keep; how 


to make appeals, and other pertinent information. 


Dealers may obtain a copy of Bulletin No. 2 by addressing a request to 
the HARDWARE AGE Editorial Department, 100 E. 42nd St., New York City. 
Please enclose a three-cent stamp with your letter to cover the cost of 


mailing and handling. Requests will be filled as long as our supply lasts. 
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ILCO Jimmy-proof Rim Deadlock — Saw-proof in- 
serts in bolt; 5 pin-tumbler cylinder, practically 
unlimited key changes. No. 401 as shown, cylinder 
outside. No. 401A same without knob inside. No. 
401C has cylinders both sides. 





ILCO Cylinder Rim Night Latch No. 218 — Stand- 
ard design; reversible latch bolt; 5 pin-tumbler 
cylinder. 





ILCO Cylinder Rim Night Latch No. 255 — Revers- 
ible latch bolt; 5 pin-tumbler cylinder. 


All above are full size latches with standard backset; 
will replace any standard backset rim night latch. 
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Keep to the Right: You are an expert in 75,000 hardware 


items, many of which are needed daily to help win the war. 
Don’t wait for this business to come to you—go after it. You'll 
find that busy production men will welcome your assistance 


in securing needed tools, small hardware, security hardware, 


And keep moving: We're all in the same boat. Priority Ave- 
nue is the only road to business, and it goes over a narrow 
bridge. If we all keep moving we'll get across safely and lick 


those damn Japs! 


I AEE SEB LACE ITOA OID AEE 








We are ready to give prompt attention to all priority orders— 
and to help you interpret the Regulations, Don’t hesitate to 


call on us. 
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itchburg, Massachusett 


BRANCHES IN ALL PRINCIPAL CITIES 











Records That Aid in Handling Priority 
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per cent of your volume is being 
secured as a result of priorities of 
one type or another, it is essential 
to have some system for keeping 
a record of the ratings received 
from customers and later extended 
to suppliers,” says Howard M. 
Johnson, one of the owners of 
Warren Hardware Co., Warren, 
Ohio. “Consequently, we have 
developed a simple and accurate 


10 


system for determining the sales 
of each item of merchandise sold 
under a priority. This record 
also shows the material ratings ex- 
tended to us on various sales by 
customers and the number of the 
preference rating order used. 

“Our system has been in use 
since February 1, 1942 and we 
have improved upon it as we have 
gone along. Complete records of 
this type are very necessary if the 
dealer is to prove that he is using 
and extending priority ratings in 
accordance with the WPB’s rules 
and regulations.” 


information about , 
ee 1 rating columns ( a 
rtain purchase order in order to roreR”) 
oa ce type of A rating-eg.- ( 


d amounts in materia 


< information in the A- 
letter shows this same aan of A-l-c. 


every sale of lock 
‘A”) indicates 


1 material rating column. 


The important record in the 
system is the priority ledger, a 
book developed and designed by 

r. Johnson to fit the needs of 
their particular business. Ledger 
sheets in this book ( Fig. 1) show 
the dollar value of goods which 
have been sold on priorities. 

It also shows the material rat- 
ings that apply on the various 
sales. These data, transferred to 
these sheets from sales slips, are 
extremely important when priori- 
ties are extended to manufactur- 
ers, especially where it sometimes 
is necessary to use as high a ma- 
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ity Sales Representing 80% of Volume 


“Busy Since 1892" 


183 WEST MARKET STRE! 2 
19 
Warren, 0O., 


Warren Hardware Co. has 
developed an efficient 
system for determining 
sales, ratings extended 
and type of orders used 


Fig. 2—A slip showing the sale of a 
hammer to a defense worker bears 
a paragraph certifying that the indi- 
vidual is employed by a firm engaged 
in defense work. It also contains the 
cRATe extension pargraph required when 

MAINTENANCE, REPAIR, OR O) — ——— the purchase is made under a P-100 
ATING ae TERMS of weicn | order. The customer signs both state- 


aan 


ee nl 
MATERIAL FOR 
TING ORDER P-100 WITH T 
ai z 


ments. The statements are placed 
on these slips with a rubber stamp. 


SALE NO. 


terial rating as possible to secure 
prompt shipment of the merchan- 
dise. 

Sales data are shown in two dif- 
ferent ways on the ledger sheets. 
Some sheets show the priority 
sales on a single item of merchan- 
dise, such as lock washers. Others 
show the sales of all items in a 
manufacturer’s line, such as all 
types of precision and machinists’ 
tools. 

The factor that determines how 
the priority sale will be recorded 
is whether the priority can be ex- 
tended for anything in the man- 
ufacturer’s line or if it can only 
be extended to replace the items 
sold. For example: a priority re- 
ceived to cover the sale of a mi- 
crometer from stock could be ex- 
tended and be used to purchase 
any other precision tool in the 
manufacturer’s stock. However, 
priorities extended to cover the 
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sale of lock washers could not, 
necessarily, be extended to cover 
a purchase of pipe fittings manu- 
factured by the same company. 

Much depends upon the individ- 
ual dealer’s buying practices, WPB 
rules and regulations, and sources 
of supply as to how he can best 
collect and ‘segregate these sales 
volume data so that they will be 
most helpful and useful. 

Three columns on the priority 
sheet show material ratings of the 
various sales. One column shows 
the sales on which A-10 rating are 
available. (“A”-Fig. 1.) 

Another column shows sales of 
miscellaneous A ratings higher 
than A-10. Small figures in 
parentheses in this column indi- 
cate the specific A rating (“B”- 
Fig. 1.). For example: this mark- 
ing (7) along side an amount in 
the column of miscellaneous A 
ratings would mean that an A-7 


rating was extended to the dealer 
on this sale by some customer. 
Another column shows sales on 
which miscellaneous A-1 material 
ratings apply. Here, small supple- 
mentary letters (“C”-Fig.1.) along 
side the amount in the column 
indicates the exact A-l rating. 
For example: this marking (c) 
along side an amount would in- 
dicate that a material rating of 
A-l-c was extended on this sale. 
Using Priority Ledger 
Information 


With the data shown in the 
priority ledger at hand, it is very 
easy for the company to order any 
type of merchandise from various 
companies and extend the needed 
material ratings. Here’s how this 
dealer would go about ordering 
$100.00 worth of lock washers: 

By adding the individual sales 
shown in each of the three col- 
umns of the priority ledger sheet 
on lock washers, (Fig. 1.) the 
dealer can determine the dollar 
volume under each material rating 
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Fig. 3—This sales slip indicates that the prior- 
ity has been promised by the purchaser and 
that a priority is required on the sale. When 
the priority data are completed, this purchase 
will be recorded in the priorities ledger. Form 
for priority information, is placed on the slip 


with a rubber stamp. 


that is available for such a pur- 
chase. 

This ledger sheet shows that 
ratings of A-10 are available in 
the amount of $63.52. Also, ma- 
terial ratings of A-7 and A-2 can 
be extended to the amount of 
$60.94, and the higher ratings 
A-l-c and A-l-b amounting to 
$52.40 are available. 

Therefore, to secure the $100.00 
worth of lock washers required. 
the dealer would extend all of the 
A-10 ratings and that amount of 
the A-7 or A-2 ratings necessary 
to cover the amount of the pur- 
chase. This leaves the higher ma- 
terial ratings still available for 
use at a later date or for some 
rush order that might require very 
high priority material ratings to 
get prompt shipment. 


Extending Ratings 


Usually, the lowest ratings nec- 
essary to secure prompt shipment 
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are extended first. In other words, 
if an A-10 rating was sufficient 
to bring forth the needed ship- 
ment of merchandise, it would be 
used. However, if higher ratings 
were necessary, they would be 
used. The dealer is limited, of 
course, to the ratings he has avail- 
able and which can be extended 
by him. 

As soon as the material ratings 
are extended, notations are made 
on the priority ledger sheet show- 
ing those items that have been 
used. A bracket is usually placed 
along side the amounts that have 
been extended on _ purchases 
(“A”-Fig. 1.). The number of the 
dealer's purchase order is also 
noted so that the transaction may 
easily be checked. 

It is then 
merchant to stamp his order with 
the required extension paragraphs 
or to fill out and attach other 
preference rating order extension 
forms in order for these material 


necessary for the 





Fig. 4—This priority sale is not recorded on 

the priority ledger. Stamp “Priority Used” in- 

dicates it was necessary to extend this priority 

at time special order was received, due to 

fact that merchandise was not carried in stock. 

Complete data are filled in on priority infor- 
mation form shown. 


ratings to be acceptable and use- 
ful to his supplier. 


Recording Sales on 
Ledger Sheets 


Sales may be entered on the 
ledger sheet at list, cost, or reg- 
ular retail prices. The factor that 
controls here is the figure that will 
be most convenient in extending 
and using the various material 
ratings. On a line where list 
prices and discounts are used to 
determine costs, sales of this mer- 
chandise would be entered on the 
ledger sheet at list prices: since 
this would be the most convenient 
price data to use in extending the 
ratings. All sales of this product 
must be entered on the sheet at 
list prices. To assure this, a no- 
tation is placed above the three 
columns indicating that list prices 
are to be used. 

On other sheets, notations of 
cost prices, or retail prices may 
appear at the top of the various 
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sheets. This assists the individual 
recording sales information to 
enter it properly each time. 


Triplicate Sales Slip Used 
for Priority Sales 

A triplicate copy of: the sales 
slip is made out for all sales in- 
volving an extension of a priority. 
This triplicate copy goes to the in- 
dividual handling the priority 
ledger who distributes these sales 
volume data to the respective led- 
ger sheets. These slips then be- 
come part of the priority records. 
The use of the triplicate slip elimi- 
nates any interference with the 
regular sales slips required by the 
bookkeeping department. 

Triplicate copies of sales slips 
contain all the priority informa- 
tion. Rubber stamps are used to 
place extension paragraphs or 
other priority data on these orig- 
inal records. 


Sales Under P-100 


Sales under preference rating 
order P-100, which carries a ma- 
terial rating of A-10, are quite 
frequent in this business. When 
a sale is made, the salesman 
stamps the triplicate copy of the 
sale slip with the extension para- 
graph and asks the customer to 
sign the statement (Fig. 2.). This 
act enables the customer to extend 
the material rating to the dealer. 
who in turn can eventually ex- 
tend it to his supplier (using the 
same extension paragraph) and 
thus replace the merchandise re- 
moved from stock. 

If the purchaser. is a defense 
worker, another rubber stamp is 
used to add another paragraph 
which certifies that the individual 
is employed by a company en- 
gaged in defense production. In 
this way, the dealer tries to pro- 
tect himself and curb sales to in- 
dividuals not entitled to use the 
P-100 order. 


Sales Under Other 
“P” Orders 


The method of extending ma- 
terial ratings under different pref- 
erence rating orders varies consid- 
erably. The merchant must become 
so familiar with these methods 
that he can even advise customers 
in the matter. This is one way to 
speed up sales under war-time reg- 
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ulations and rules, and it also 
leads to more business. It is also 
the only way that a dealer can be 
sure of replacing his stock and, 
therefore, be able to continue to 
serve his customers. 

The extension of material rat- 
ings under some “P” orders re- 
quires the filling out of a special 
form or forms. The extension 
form should accompany the pur- 
chaser’s order. However, the es- 
sential priority forms seldom if 
ever are presented at the time 
the purchaser’s employee calls for 
the goods. 

Mr. Johnson has devised another 
rubber stamp which he uses on 
sales slips covering such pur- 
chases (Fig. 3.). It provides a 
space where the salesman can re- 
cord as much information about 
the “P” order as he can secure. 
If the “P” order extension is 
promised the slip is marked in 
this manner. It is then necessary 
to follow up on the purchaser to 
see that the priority order is 
eventually issued. 

Many special orders for mer- 
chandise not in stock are handled 
every day. In practically all of 
these instances, it is necessary to 
extend the priority on to the sup- 


plier immediately in order to 
secure the merchandise. Sales 
slips covering these sales are 











made out, and _ the 
priority data placed on the form 
stamped on the slip. Here, it is 
necessary to have complete data 
on the “P” order and the material 
rating being extended so that the 
dealer can extend this to his sup- 
plier immediately. The dealer or 
his salesman must secure this in- 
formation from the purchaser. 

Since the priority covering this 
special order is to be used or ex- 
tended at once to the dealer’s 
supplier. this sales slip will not 
be recorded in the priority ledger. 
To prevent this happening, Mr. 
Johnson uses another rubber 
stamp to place another form on 
the slip which states “Priority 
Used” (Fig. 4.). There is also a 
space for the dealer’s order num- 
ber on which the priority was 
extended. 

“A few of the ‘P’ orders with 
which we have had to deal,” says 
Mr. Johnson, “are P-100, P-84, 
P-110, P-19, P-39, P-11, P-55, 
P-74, and PD-3. There is an 
effort on the part of WPB to sim- 
plify and standardize the proce- 
dure for extending material rat- 
ings under these orders. However, 
this has not been accomplished 
entirely and the dealer who ex- 
pects to handle business under 
these orders must be familiar with 
the extension procedure of each.” 


necessary 








Display Stresses Color in the Home 





To prove that “Color Makes Your Home More Liveable” The Heyman Hard- 
ware Co., Danbury, Conn., used this window featuring paint, wallpaper and 
related lines. Willy Schulz, display manager, says that in a paint window, 
“I always use a headline to give people a reason for painting.” A frame of 
wallboard was filled with drapes of colorful crepe paper and the outside of 
the frame was sprayed with a scroll pattern. This display caught the eye. 
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THE MONEY IS MADE 
HERE —Jerry Holden 
works the rivet gun on 
the sub-assembly parts 
for a _ British pursuit 
plane in the plant of the 
North American Avia- 
tion Co. in California. 


Women are working 
in war production 
plants throughout 
the United States, 
and R. E. Nittinger, 
of the Nittinger 
Hardware Co., Santa 
Monica, tells why 





















































Women in Industry Mean More 


en are be- 


coming vital factors in the Amer- 
ican defense program and, by the 
same token, are vital forces in 
hardware retailing. 

At work benches in defense 
plants throughout the nation, 
women are taking their places to 
supplement the efforts of men in 
doing the thousand and one jobs 
required to build the implements 
of modern warfare. 

This is especially evident in the 
aircraft industry where women 
are being hired in ever-increasing 
numbers. The enormous output of 
planes—bombers, pursuits, inter- 
ceptors and trainers—required for 
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1942 have necessitated a tremen- 
dous increase in the personnel 
rolls of aircraft plants. And a 
large percentage of these new em- 
ployees are women. 


Feminine Buying Power 


This ever-increasing number of 
women on company payrolls 
means much to the retail hard- 
ware dealer and their buying 
power is becoming apparent in 
many sections of the country 
where there are war production 
industries. 

R. E. Nittinger, manager of the 
Nittinger Hardware Co., Santa 
Monica, Calif., in commenting on 
what this change in buying power 


means to his store, says, “There 
are two noticeable trends due to 
current wartime conditions. One 
is the fact that the payroll checks 
made out to women in industry 
are both larger in size and greater 
in number. The other is a notice- 
able shrinkage in strictly hard- 
ware items, due to the difficulty, 
and often the impossibility, of get- 
ting replacements. 

“These trends are having a de- 
cided effect on our sales efforts. 
Stress now is placed on the many 
items made of non-defense mate- 
rials. For example, French type 
terra cotta cooking ware is re- 
placing aluminum and people are 
accepting it wholeheartedly. Then 
there are glass, pottery, artificial 
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flowers and the many items in the 
gift and novelty class, all of which 
maintain a steady flow of trade. 

“This is significant. Even 
though many hardware item sales 
are diminishing, business as a 
whole is showing a healthy month- 
by-month increase. More and 
larger pay roll checks, earned by 
women, are being cashed. The 
general trend is toward better 
types of merchandise. 

“These women in industry have 
a much broader viewpoint when 
buying. They are keen shoppers, 
shoppers of good-quality, well- 
made goods, and not “price shop- 
pers” in any sense of the word. 


‘They have definite ideas as to 


what they want, but when told that 
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AND IT IS SPENT HERE—R. E. Nittinger shows Miss Holden some new things in glassware. 


certain items or materials are re- 
stricted, they will accept different 
merchandise. They are very re- 
cept.ve to new materials or dif- 
ferent treatments of previously 
used materials. 


Prizes and Gifts 


“In the large plants, where 
many women are employed, there 
are many inner-plant activities in 
the sports field which call for the 
giving of prizes. When a popular 
man signs up with the Army or 
Navy, when a well-liked foreman 
or supervisor has an anniversary, 
or when some girl gets married, it 
means a visit to some store some- 
where for a present. As they are 


Profits for Hardware Stores 


earning good money, their in- 
dividual subscriptions are in- 
clined to be fairly liberal and 
something worth while is usual- 
ly selected. 

“Those stores having a well- 
selected stock of items which ap- 
peal to the person or persons do- 
ing the gift selecting, are the ones 
which are capturing this profit- 
able business. It is Nittinger’s aim 
to have such a stock, even though 
present-day merchandising makes 
it uncertain what goods are avail- 
able. People have the spending 
power and it is our job to supply 
them with good quality goods in a 
good quality manner.” 

{n order to find out just who 

(Continued on page 55) 
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What Kind of Clothes 


By ELLEN NEWMAN 


EDITOR'S NOTE: Ellen Newman is 
connected with a well known 
hardware and farm implement 
store in the middle west. She has 
worked at all jobs in this store and 
is well qualified to discuss the sub- 
ject of clothes for the retail hard- 








ware saleswoman. 


and enlightening. 


ARDWARE 


ers are faced with the necessity of 


deal- 


hiring more women to replace the 
men who are being called to the 
service and war industries. Women 
salespersons and bookkeepers are 
not entirely new in hardware 
stores, and there need be no fear 
of a let-down in efficiency if the 
jobs that women fill be extended 
to include janitor service, stock 
keeping, and the many other mis- 
cellaneous tasks around a_ busy 


store. 


Standards of Dress 

However, hardware dealers will 
uo doubt feel that some standards 
vf dress and rules covering the 
behavior of women employees 
while on duty may be in order. 

Most department stores make 
cules as to their women employ- 
ees’ garb. Some require all sales- 
persons to wear the same colors. 
This might be too severe a ruling 
for most hardware stores. Under 
present conditions there is a gen- 
eral tendency to wear whatever 
one already has. If the store 
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Dealers will 


find her comments both helpful 


owner or sales manager will give 
the feminine employees some sug- 
gestions as to the way he expects 
them to look and act, he will usu- 
ally find that the women will be 
quick to take the hint, and may 
even improve upon any ideas a 
man might have upon the subject. 

The appearance and behavior 
of women retail employees should 
complement the store, its merchan- 
dise, and the services it sells. 
These are the important features. 
Never should the store be known 
merely for the beauty of its 
women salespeople. . 

















“Girls should be encouraged to 

make things over, especially in 

these days when home sewing is 
again becoming necessary.” 





“In the summertime, 
cotton dresses are 
acceptable.” 


Keeping entirely away from 
personalities, the hardware dealer 
can stress suitability of garb. If 
a woman has to put away stock, 
clean shelves or wash windows on 
a certain day of the week, there 
could be nothing amiss with her 
wearing slacks at such times. If 
she is waiting on store customers, 
she certainly will make a better 
appearance and will lend more 
dignity to the store and to her job 
if she wears a simple dress. A 
dark skirt and jacket with a bright 
blouse is always good taste. In 
the summertime, cotton dresses are 
inexpensive, are easily laundered 
and are acceptable in any job. 


Comfort and Style 


Something should be said about 
comfort and style. Clothing may 
be old, even faded from much 
washing or mending, but it should 
be in style as to length of skirt. 
the cut of the coat and so forth. 
Girls should be encouraged to 
make things -over, especially in 
these days when home sewing is 
again becoming necessary. But 
any tendency to drag out garments 
that were discarded several sea- 
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Bey 


for the Hardware Saleslady? 





Some suggestions on how 
the hardware saleswoman 
may make selling assets 
of clothes and conduct 


sons ago and wear them as-is 
should be frowned upon. It is 
just as bad, maybe worse, for 
women in retail stores to be con- 
spicuously shabby as it is for them 
to be overdressed in too-advanced 
styles. 


laundered blouses and _ collars, 
show a woman’s self-respect and 
her regard for the store that em- 
ploys her. 

Make-up is considered a_ne- 
cessity by most modern women. 




















work in the morning, how their 
make-up will look in the middle 
of the afternoon. 

Regarding the conduct of the 
women hardware employees, the 
dealer has this guarantee of coop- 
eration and attention to duty. No 
giddy girl is going to undertake 


~ Footwear Important io learn how to sell and handle 
Footwear is one of the real the thousands of items in a hard- 

problems for women who must be ware store, many of which are 

on their feet a good many hours entirely foreign to her previous 

each day. Shoes that are built experience. About the only thing 
ym for style and fit as well as for that need be told the average in- 
ler comfort may be obtained, and telligent woman who comes to 
If girls who work should be urged work is that she is expected to 
ek. to wear them. Hosiery just now learn her business, what she has 
on is in a critical situation. Silk is to sell and how to sell it and that 
we practically out of the picture, her interests while she is on duty 
er nylon is too expensive for wear fa . must center around her customers. 
If about a job where there are many sae viata tla tee Women are anxious to 7 
rs, places to snag hosiery, and cotton the customers they serve and their 
er is still warm and clumsy. Much employers. _ Intelligent | women 
re as most of us disl:ke to see an- About the only thing an employer know that their best hope of busi- 
ob klets on women who have passed can insist upon is that it be used ness success lies in having cus- 
A their teens, we may have to relax _—With discretion and that it must tomers like them. Usually, they 
ht our prejudices for a while until add to the person’s appearance. are quick to put into effect any 
In something more acceptable can be An employer might suggest to his hint as to how they can make 
re worked out in cotton or rayon. women employees that they ask themselves more ‘efficient or more 
ed A solution to the stocking prob- themselves, when dressing for acceptable in any way. 

lem—for the summer months. 

anyway—may be found in the use —e 

of a lotion which when applied to 
ut the legs, gives the appearance of “Get Together” Gets Results 
a\ sheer, seamless hose. This lotion 
ch is inexpensive, harmless, and can in ARMERS seem to be tradition- that the weather was bad, about 
ld be bought in several attractive ally suspicious of “city folks” 100 farmers showed up. Except 
rt. shades. It washes off easily with and the best way to overcome this for one speech by a former com- 
h. soap and water. ; is by means of a real get-together. missioner of agriculture, the pro- 
to Immaculate grooming and per- This was the basis of a party given gram was thoroughly informal. 
in fect cleanliness are perhaps the by a group of business men of They played cards, sang and 
is most important general rules of Ripon, Wis., for the farm men and swapped yarns and opinions as to 
ut all. Neatly dressed hair, clean boys of their vicinity. The party crops, weather, etc. For a lunch, 
ts hands with carefully manicured was held in a hall about six miles they were served with “hot dogs,” 
a- nails, well pressed skirts, nicely | from town. In spite of the fact cheese and beer. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Contest Rules 


ANY of the Club mem- 
M bers who are submitting 

“selling sentences” in the 
monthly contests have evidently 
overlooked the very important 
rule No. 5. This can be found in 
each contest issue (first issue of 
each month) under the heading 
“Five Simple Rules.” Look for 
it now on this page and read 
it again before your develop 
your “selling sentences” for this 
month’s contest. 

Also, if you have not won a ma- 
jor prize or received an honorable 
mention award in this new contest, 
perhaps you are not building your 
sentences correctly. Check this 
now. Then read the prize winning 
“selling sentences” and you will 
get an excellent idea of what it 
takes to win the award money. 


Rule No. 5 


Rule No. 5 explains the basis 
for judging all “selling sentences.” 
In other words, “selling sentences” 
must contain the three things 
mentioned in this rule. Therefore, 
build them in accordance with 
this rule. 

This rule clearly states that a 
“selling sentence” should: 

1. Tell what the item will do 
for the customer. 

In your sentence, state the pleas- 
ures to be derived, time saved, 
work made easier, or other results 
that will accrue to the buyer of 
the merchandise. 

2. Tell why it will do the above 
things. 

This can be done by explaining 
the construction of the goods, 
proving the quality, calling atten- 
tion to special 
features and 
showing how 
they work. 


3. Tell how long the item will 
do the above things. 

Give the customer some idea as 
to how long the merchandise will 
last and do the job desired. These 
statements can be based on facts 
available from the manufacturer 
or from the salesman’s own expe- 
rience. 


Most items will have more than 
one feature or function which will 
appeal to the customer and will 
bring him some measure of enjoy- 
ment or satisfaction. Each point 
should be brought out in the sen- 
tence, to be followed by facts or 
features of the product that will 
show or prove why it will do what 
you claim. 

Let’s analyze one of the winning 
selling sentences from the May 
contest, just to see how this works. 





August “Selling Sentence’ 
Contest 


Build ‘Selling Sentences” About These Items: 


1—Floor wax 
2—Roof paint 


3—Football 
4—Iron cord set 


5—General purpose axe 


WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 
Harpware AGE will pay $2.00 for the best selling sentence on each of the 
five merchandise items listed above. $1.00 each will be paid for all other 
“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than Aug. 31. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the Sept. 17 issue of Harp- 
ware Ace. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 


HarpwareE AGE. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 


2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 


3. Be sure to write the name of the 
contest — AUGUST “SELLING SENTENCE” 
CONTEST—on each card (or letter). 

4. Only individuals who have regis- 


tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are 
not required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 
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For example, the first prize “sell- 
ing sentence” on plant food. 

“If you want sturdier plants, 
more vegetables, better fruit and 
more beautiful flower blossoms 
(and this is what the customer 
wants), use this rich, clean, odor- 
less, plant food. It contains all the 
essential ingredients needed to 












furnish nourishment and quick 
growth. (This is why it will do 
the things mentioned in the first 
part of the sentence.) Use it on 
your vegetables to insure abun- 
dant crops during the season.” 
(And here is the statement telling 
how long the items will do these 
things.) Now, you try it. 





Winners of the June 
“Selling Sentence’ Contest 


Contestants in the June “Selling Sentence” Contest 
were required to build selling sentences about the 
tollowing merchandise items: 


1—Brush (Painter's) 
2—Glass pie plate 


3—Lunch box 
4—Flashlight 


5—Screw driver (Household) 
The Editors of HARDWARE AGE acting as judges, 


have selected -the following winners. 


First prize 


awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group. 


BRUSH (PAINTER’S) 
FIRST PRIZE—$2.00 
Won by 
WILLIAM J. POLLARD 
West Side Hardware Co., 
Elgin, IIl. 


“This brush is made especially 
for the purpose you mention. It 
spreads the paint evenly without 





WILLIAM J. POLLARD 





shedding a lot of hair and without 
leaving brush marks. It will pay 
you to clean it thoroughly when 
ydu finish, as this brush is made 
of pure bristles set in rubber. 
With this kind of care, it will last 
and do good work until almost 
worn down to the butt.” 


x k * 

GLASS PIE PLATE 
FIRST PRIZE—$2.00 
Won by 
LEONARD NELSON 
West Side Hardware Co., 
Elgin, Ill. 


“This is the newest thing in pie 
plates. It bakes pies faster, browns 
them evenly, and is a real flavor- 
saver because of the high fluted 
edging which prevents those tasty 
juices from spilling over. It’s gen- 





You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 





LEONARD NELSON 


uine . . . too, that heat-treated, 
long-life, sanitary, baking glass.” 


2 & & 


LUNCH BOX 
FIRST PRIZE—$2.00 
Won by 
STEVEN A. MADGER 
Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


“You'll never spill your lunch 
out of this box because this strong 
safety catch always keeps the 
cover securely fastened. It’s also 





STEVEN A. MADGER 


easy to carry by this heavy leather 
handle located just at the right 
spot. It’s a big box, too, and it 
will hold a lot of sandwiches, fruit, 
cake or pie. And, you can always 
have a hot or cold drink with your 
lunch, for there is a pint vacuum 
bottle in the top 
compartment. It 
can’t break in 
this position 




















either, for these sturdy clips ab- 
sorb all shock. This box will al- 
ways look well, for the finish is 
durable. You will also be able to 
clean it easily and it will stand 
up under rough treatment, for 
it's made of heavy sheet tin.” 


i 


x *« * 


SCREW DRIVER (Household) 
FIRST PRIZE—$2.00 
Won by 
HELEN M. DOUGLAS 


W. H. Douglas Hardware, 
Commerce, Tex. 


“This screw driver will take care 
of 85 per cent of the jobs in the 
home requiring this type of tool. 
To prevent damage to your fingers, 
hands, and the article you are re- 
pairing, there is this patented non- 
slip feature on the tempered and 
hardened steel blade. This handle 
will be easy on your hand, for it 
is smooth, break-proof and shock- 
proof. The blade of the screw 
driver is securely fastened so it 





HELEN M. DOUGLAS 


cannot turn in the handle. It cer- 
tainly is a lifetime tool for your 
home.” 
xk * * 
FLASHLIGHT 
FIRST PRIZE—$2.00 
Won by 
ROY P. McPOLAND 
J]. T. O'Connell Inc., 
Newport, R. I. 


“Here is an improved, practical, 
three-cell flashlight with an inner 
chamber that cannot be damaged 
by worn out batteries. It delivers 
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ROY P. McPOLAND 


ample light and can be adjusted 
to throw a clear-cut spot. And it’s 
water proof and can even be used 
under water for short times. You 
can give this flashlight rough 
usage, for it has a resilient rub- 
ber case, a patented switch that 
works, and is also equipped with 
a non-breakable plastic lens and 
a belt ring. This lamp has with- 
stood a 5000-volt breakdown test. 
so it is well made. It’s very use- 
ful for emergency needs any- 
where.” 


xk * 


Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


BRUSH (PAINTER’S) 
ALBERT C. HOFFMAN, Sam S. 


Nave Hardware, Hunting- 
ton, Ind. 


“You will save time and mate- 
rial and also secure better results 
in your painting by using this 
brush made of long, genuine Chi- 
nese bristles. This is a full stock 
brush which means that it will 
hold more paint and will spread 
it more smoothly and evenly over 
the surface. And it will not leak 
paint so is most economical in the 
long run. Keep this brush clean 
and it will last for years and can 
be used on any job and with al- 
most any kind of paint. Remem- 
ber, a good brush is just as essen- 
tial to a good paint job as good 
paint ” ' 

x *k * 


FLASHLIGHT 
H. M. DOUGLAS, W. H. Douglas 


Hardware, Commerce, Tex. 


“No more fumbling for car 
doors or front door keyholes when 
you carry this handy pen flash- 
light in your purse or pocket. It 
will throw a 30-ft. beam of light 
and can be turned off easily and 
quickly. Push this clip forward to 
turn on the light, pull it back to 
turn it off. Two small inexpensive 
batteries are required and we can 
always supply these. The lens 
and the bulb are made in one 
piece. Bring it in occasionally for 
free inspection. Your flashlight 
will last much longer if you do.” 





GLASS PIE PLATE 


MRS. PAUL SELL, Paul Sell 
Hardware, Girard, Kans. 


“A clear glass pie plate is ideal 
for baking and table use. Your 
pie will bake faster, taste better. 
have a flakier crust and really look 
better. It is guaranteed against 
breakage when used in either a 
hot oven or in a cold refrigerator. 
It is sanitary, easily cleaned and 
will not taint your food.” 


> & 


LUNCH BOX 


HAROLD A. STIMMEL, Worth- 
ington Hardware Co., 
Ohio 

“This lunch box will hold 
plenty of sandwiches, pie and cake 
as well as a cold or hot drink. 

There is a pint vacuum bottle in 

the top compartment and the lower 

part of the box is wide and deep. 

You will be able to use this for a 

long time because of its sturdy 

construction.” 


= =a 


SCREW DRIVER (Household) 


WILLARD J. POLLARD, West 
Side Hardware Co., Elgin, Ill. 


“This is the new, non-skid 
screw driver which drives or re- 
moves screws easily and without 
marring the surrounding surfaces. 
Its slotted blade grips firmly, thus 
avoiding slippage when engaged 
in the screw head. The blade is 
tempered so as to stand long, hard 
usage.” 
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THEY SERVE ANEW 
PURPOSE TODAY! 


You are probably 
familiar with the 
Remington firearms 
demonstration man- 
uals. They’re fully 
illustrated with big 
close-up photo- 
graphs, with step- 
by-step information 
on taking down a 
gun, dismounting 
and reassembling it, 
all with easy-to-fol- 
low text matter. An 
illustrated parts list 
makes each of these booklets a complete guide to 
a particular Remington model. 





Today, when you’re doing your level best to help 
your customers keep the guns they now have in 
shooting shape, you’ll find these manuals most 
helpful. They tell you everything you want to 
know about a particular Remington model; they 
give extremely useful information on taking down, 
adjusting, or making minor repairs. Your custom- 
ers will appreciate this extra service. You'll be 
keeping up valuable customer contacts, so essential 
for post-war sales. There’s a demonstration man- 
ual for practically every Remington gun. If you’d 
like to have these manuals, tell us the model num- 
bers you’re interested in, and we’ll send them 
without charge. Address Advertising Section, 
Remington Arms Co., Inc., Bridgeport, Conn. 
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THE HUNTER WHO TURNED PLANE SPOTTER 






NO PLANES - BUT A BIG 
FLOCK OF CANADIAN GEESE 
PASSING oveR / 
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“YESSIR—I KNEW 
THAT BOY WOULD GET 
ALONG FINE”’ 


Vf ji “<4 





“Yep. I knew him pretty well. Sorta watched 
him grow up. Sometimes it seemed like his legs 
outgrew the rest of him. ...I remember him 
buying some BB’s here several years ago. Then 
the next Christmas how proud he was when his 
father gave him a real man-sized Remington .22 
rifle. 


“After that, the boy came into the store 
oftener. Sometimes for a box of Kleanbore Hi- 
Speed .22’s. Other times just to talk guns and 
ammunition and hunting seasons. He got to be 
a pretty good shot. Started saving up for a 
Model 37—to be up in there with the best of 
’em, he said. 


“Then Pearl Harbor came along. He stopped 
in to tell me good-bye before he went away to 
camp. He was sorta gruff—didn’t say the things 
he seemed to want to say. ... Well, his Dad was 
in the other day—said the boy was gettin’ 
along fine—here he is a sergeant already. I was 
sure he’d make the grade. Knowing how to 
shoot, living a healthy outdoor life makes any 
boy a better soldier. 

“It’s tough doing business today—shortages, 
ceilings, substitutes, long deliveries. But know- 
ing that I helped Johnny Jones make a better 
soldier, realizing that the metal goods I can’t 
get are going to help give him more of a fight- 
ing chance makes me feel that I’ve a lot to be 
thankful for, that I have helped—and am help- 
ing now—to see this thing through to victory. 
I guess hardware dealers everywhere feel ex- 
actly the same way I do.” 











A. E. Herrnstein New 


N.R.H.A. President 


Elected at Indianapolis, Ind., July 14. Harry D. 

Kaiser chosen as vice-president and Carl Miller 

becomes new member of board. Annual meet- 

ing curtailed to one day due to war pressure 
on transportation facilities. 


URTAILED to one day in- 
C stead of the customary four 
day convention the annual 
meeting of the National Retail 
Hardware Association took place 
at the Lincoln Hotel, Indianapolis, 
Ind., on July 14, 1942. About fifty 
delegates and guests were present. 
This change in procedure was due 
to war time pressure on normal 
transportation facilities. A. E. 
Herrnstein, of Chillicothe, Ohio, 
was elevated from the vice-presi- 
dency to the presidency succeed- 
ing Thos. K. Ruff, of Columbia, 
S. C., who presided over the meet- 
ing. Harry D. Kaiser, of Phila- 
delphia, Pa., was elected vice-pres- 
ident and Carl Miller, of Kendall- 
ville, Ind., is the new director. 
There were only two formal 





Above—Newly elected NRHA 
President A. E. Herrnstein. 
Chillicothe, Ohio, receives 
congratulations from _retir- 
ing president Thos. K. Ruff, 
Columbia, S. C. 


At right — Newly elected 

vice-president Harry 

D. Kaiser, Philadelphia, Pa., 

and Horace P. Aikman, Caze- 
novia, a past president. 
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talks on the program. Retiring 
president Ruff spoke at the 
morning session and Frank B. 
Kaufman, vice-president, Hibbard, 
Spencer, Bartlett Co., Chicago 
addressed the luncheon group on 
the subject “The Hardware Out- 
look.” Both of these messages ap- 
pear, practically in full, on the 
pages immediately following this 
summary. Most of the day was 
spent in open forum discussion of 
retail hardware problems incident 
to shortages, priorities, etc., as a 
result of war time conditions. 
Managing-director Rivers Peter- 
son reported on the year’s prog- 
ress, stressing the work of the 
organization at Washington. He 
reviewed the efforts of the associa- 


tion to advise WPB, OPA and 









RIVERS PETERSON 


Managing Director, NRHA. presents 
his annual report. 


other governmental agencies stat- 
ing that any protests of the NRHA 
were premised solely on a war co- 
operation basis. He told of the 
difficulties incident to the freezing, 
unfreezing and_ re-freezing of 
manila rope; of the good points 
of Regulation W, affecting install- 
ment selling, and of the disadvan- 
tages of completely federalizing 
the Social Security program. Mr. 
Peterson announced that there 
would be no more National Hard- 
ware Week promotions. for the 
duration of the war and com- 
mented that the 1942 program had 
been supported by fewer jobbers 
but that those had been satisfied. 

In the open forum discussions 
it was clear that many hardware 
stores have suffered a loss of per- 
sonnel due to men going into ser- 
vice and both men and women 
leaving to take higher-paying jobs 
in war production plants. Prac- 
tically all who spoke reported very 
favorable experiences with young 
women on their sales floors and 
one or two thought that women 
will stay in the retail hardware 
selling picture after the war. 

It was also brought out that 
delivery services are being cur- 
tailed drastically and that most 
consumers accepted this reduced 
service in sympathy with the cur- 
rent need of conserving rubber, 
gasoline, etc. Dealers located in 
war production areas reported ac- 
tive sale of goods on priorities 
and little difficulty in putting pri- 
ority rating forms through to their 
sources of supply. All told of 
adding some new lines with special 
emphasis on the increasing of in- 
ventory, variety, etc., of floor cov- 
erings, woodenware, china, glass- 
ware, polishes, and such goods not 
made of critical materials. 
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Our War Time Job 


By THOS. K. RUFF 
Ruff Hardware Co., 
Columbia, S. C. 
N.R.H.A. President 


At NRHA Congress, Indianapolis, Ind., July 14, 1942 


‘THIS is an all-out war and whether you real- 

ize it or want to realize it, we will never 
return to our way of life as it existed prior to 
Pearl Harbor. Not only are we at war with the 
Axis powers, but here at home a tremendous 
change is taking place in our social, political 
and business life. Whether business will ever 
be free from some sort of government control is 


doubtful.” 


. cannot be 


very proud of the past 20 years in 
her history. They were years of 
weakness. We forgot and wan- 
dered away from those things 
that had made us great: thrift, self 
sacrifice, love of home, respect for 
those things that our forefathers 
held dear and fought for, that we 
might enjoy. 

We took for granted those fun- 
damental rights and _ privileges 
which we should have cherished 
and maintained and lapsed into a 
period of waste and extravagance, 
weakness both in our public and 
private life, greed in business and 
politics. 

America was not made great 
by that kind of living and could 
not be saved by the blind groping 
and faltering that have been our 
way of life for the past two dec- 
ades. No one could have wanted 
the bloodshed and suffering that 
accompany the ravages of war, but 
I am not so sure but that it may 
save us and our way of life from 
ourselves. 

Hezekiah, king of Israel, lay on 
his death bed and when he knew 
that he would die he turned his 
face to the wall and wept because 
he saw that his job was incom- 
plete. There were many things 
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that still needed to be done for his 
kingdom. And God in His infinite 
mercy turned back the shadow on 
the sun dial and allowed him time 
to finish his job. 

America has been given this 
same privilege—time to get ready 
to do her job. Let us not forget 
that the men who gave us this 
time were the same men who died 
at Dunkirk and Singapore and 
stemmed the German advance on 
Russia’s vast plains. May we be 
a; little less eager to condemn and 
to criticize, and a little more ready 
to express our thanks to those who 
gave us the time we needed so 
badly. 

This is an all-out war and 
whether you realize it or want to 
realize it, we will never return to 
our way of life as it existed prior 





Ladies at NRHA Congress—Mrs. A. 

E. Herrnstein, Chillicothe, Ohio; Mrs. 

Rivers Peterson, Indianapolis, Ind., 

and Mrs. J. D. Reynolds, Carthage, 
Mo. 
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to Pearl Harbor. Not only are we 
at war with the Axis powers, but 
here at home a tremendous change 
is taking place in our social, polit- 
ical and business life. Whether 
business will ever be free from 
some sort of government control is 
doubtful. The melting pot of our 
armed forces and the advancement 
of labor will have their influence 
on society and, as Vice-President 
Wallace has said, “The revolution 
of the common man will be felt 
around the world.” 

During the past 10 years Amer- 
ican business did not stand so well 
in public opinion and while many 
of us were struggling to meet pay- 
rolls and pay ‘taxes, we were 
sneered at and called all sorts of 
epithets — “economic royalists,” 
“pilferers of the poor.” At the 
same time, turmoil and strife with- 
in business itself were slowly but 
surely taking their toll from both 
manufacturing and retail distribu- 
tion until the very foundation and 
principles upon which American 
business had been built were 
threatened with destruction. 

You certainly recall that not so 
many years ago the main objec- 
tive of our association was to fight 
forms of distribution that were in 
competition with ours. The ques- 
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tion as to the soundness of these 
distribution changes did not enter 
the picture. Like all other indus- 
try, our intent. and purpose were 
to destroy, if possible, those forms 
of distribution that were in com- 
petion with ours. No wonder we 
were called “economic royalists.” 

But now the 
changed. 


picture has 
The things that seemed 
80 important no longer count and 
the worries of yesterday are only 
memories. Public favor again is 
turning to our side, thanks to the 
magnificent job that has been done 
and is being done by American 
industry. These people are earn- 
ing the undying gratitude of the 
American public. They have not 
only made it possible for our 
American armies to enter the field 
equipped with fighting implements 
second to none, but they have done 
their job ahead of schedule, de- 
spite the interference of cheap 
politicians and 
racketeers. 


greedy labor 

Conditions abroad today are not 
cheering and the problems that 
face us here at home do not make 
a bright picture, but we should al- 
ways remember that only when it 
is dark can we see the stars. And 
during times like these when all 
seems black, certain individuals 
and groups of individuals, like 
stars, will appear on the horizon 
and furnish the light that will steer 
us through. May God grant that 
we, both as individuals and as an 
association, have the faith and 
two-fisted determination to furnish 
our share of this light and leader- 
ship; that we may be big enough 
to put aside selfish interests and 
shoulder our share of the responsi- 
bility that is our duty as business 
men and American citizens. 






{ 
pts 





E. B. Martindale, Van Camp Hard- 

ware & Iron Co., and Herbert P. 

Sheets, former NRHA Mancging-Di- 
rector. 


It is our job today to furnish 
our customers with necessary tools 
and living equipment, but not at 
the expense of smaller dealers 
whose customers are just as im- 
portant as ours. It is our job to 
cooperate in defense bond drives, 
pay taxes and furnish employment, 
but our job is bigger than all 
these. 

What happened at Pearl Harbor 
did not make geniuses of those 
men who run the destines of our 
nation, nor did it change the appe- 
tites of those politicians who have 
been fattening at the public 
trough. The red tape and inefh- 
ciency that has complicated so 
many of the necessary changes in 
business are evidence of these 
facts. 

Do not misunderstand me, be- 
cause we have a great many men 
who have done and are doing fine 
jobs, but I am not one of those 
who think that it is, our patriotic 
duty to swallow every order with- 
out question, nor is it our duty to 
accept changes when we know as 
business men that they are imprac- 
tical and will eventually work un- 


Indiana’s Secty. G. F. Sheely presents Mrs. Carl Miller and Carl Miller, Ken- 

dallville, Ind.. new NRHA Director, to newly elected NRHA President A. E. 

Herrnstein, Chillicothe. Ohio, while past president Veach C. Redd, Cynthiana, 

Ky.. retiring member of Advisory Board and chairman of the nominating 
committee looks on. 
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necessary hardships on the public 
in general. 

Kome wasn’t built in a day and 
the job of converting American 
industry from peace time to all- 
out war production cannot be done 
with all the speed necessary with- 
out some errors and _ bottlenecks. 
Temporary orders may make it a 
little harder to do business but 
these are not our greatest worry. 
Of more grave concern is the atti- 
tude of certain individuals and 
groups who are taking advantage 
of the present emergency. For sel- 
fish reasons or from misguided 
judgment they are coupling with 
these necessary temporary restric- 
tions plans which they hope to 
make permanent and which are 
directly opposed to those _prin- 
ciples of democracy that are the 
very foundation of our nation. 
Against these changes we must 
fight with every weapon we pos- 


sess. 


Post War Changes 


We expect changes after the war 
both in our way of doing business 
and in our way of living. But we 
have been changing for 150 years 
and changes which tend to im- 
prove our way of living and doing 
business are welcomed. But those 
organized groups and misguided 
individuals who are tampering 
with those fundamental rights that 
give us free speech, freedom of the 
press and those other rights we 
hold so dear must be dealt with on 
the same basis as any other enemy 
of our government. 

We must fight vocally, at the 
polls and through our organiza- 
tion any move that is made to 
change those basic rights and priv- 
ileges that have made ours the 
greatest nation on earth. 

It is totally unnecessary for me 
to urge you business men to lend 
your unselfish 
every effort of our government for 
the successful prosecution of this 
war. The biggest job that faces 
you and me and every other Amer- 


cooperation to 


ican citizen is that we see to it that 
we give to our children the Amer- 
ica that our forefathers gave to us, 
the America of Washington and 
Lee. the America of a free, God- 
fearing people. 

In the words of our President, 
“We can, we must, we will.” 
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The Hardware Outlook 


By FRANK B. KAUFMAN 
Vice-President, 
Hibbard, Spencer, Bartlett & Co., 
Chicago, Ill. 


1nAC 


At NRHA Congress, Indianapolis, Ind., July 14, 1942 


/'T HE most important factor in a promising out- 

look for the future of the hardware industry 
would be simplification. In our own inventory 
we carry 24 different kinds of paring knives; our 
most successful competitor, Sears-Roebuck, car- 
ries seven. We carry eight numbers of dust 
pans, six of them retailing for 25 cents, one for 
49 cents and one for 79 cents; our largest com- 
petitor carries two, one retailing for 9 cents and 
one for 24 cents. We carry 17 different kinds of 
flour sifters, varying from 15 to 47 cents; Sears 
carries four numbers, retailing from 22 to 84 
cents. We carry 54 items of tinners’ snips; Sears 
carries eight. We carry 102 different items in 
hand saws alone; Sears carries 30.” 


TT HE = subject as- 


signed, “What is the Hardware 
Outlook?” does not present the 
most promising future, but cer- 
tainly it is not as bad as the long 
faces of many dealers interviewed 
the past few months would indi- 
cate. We are not going out of 
business, but any degree of success 
will depend altogether on our own 
resourcefulness. I believe you will 
agree that it has been proved we 
can be legislated out of business. 
but so far there is no record of 
success brought about by legisla- 
tion. I think most of the dealers 
in this audience enjoyed a very 
profitable year in 1941, and re- 
ports reaching us would indicate 
the majority of dealers already 
have equaled the profits of last 
year; and this is also true of the 
majority of distributors. 
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We all agree that our first job 
is to do everything possible to 
bring this war to a successful con- 
clusion, and after that should 
come our own business and our 
own industry. We are all serious- 
ly affected by limitation orders 
from the Government, but I doubt 
if many in the audience have made 
actual surveys of their own busi- 
ness to see how badly they are 
going to suffer. In a very careful 
tabulation of our own business, 
we found that we will lose approx- 
imately 40 per cent of our 1941 
sales volume in lines which are no 
longer manufactured, such as 
lawn mowers, washing machines, 
fishing tackle, etc. We also found 
that when it is necessary to secure 
a priority from you dealers before 
shipping merchandise, our sales in 
that particular line automatically 
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drop 331/3 per cent. We also 
found that in most cases where al- 
locations of merchandise are made 
by manufacturers, our receipts are 
cut from 20 to 50 per cent. When 
we totaled results of this survey, 
we found that for the year 1943, 
based on present restrictions, we 
will lose approximately 50 per cent 
of our volume. 

In making this figuration we 
did not overlook the volume to be 
secured by adding borderline mer- 
chandise, but—as an example—it 
takes a lot of deals of playing 
cards to replace a half-million dol- 
lar volume on lawn mowers; it 
takes a lot of pipes to replace a 
quarter-million dollar volume on 
fishing tackle; it takes a lot of 
fancy gift items to replace the vol- 
ume we will lose on guns and am- 
munition. 


Today's Shortages 


Many of the shortages prevalent 
in jobbers’ stocks today are due 
to hoarding by large dealers and 
unscrupulous methods on the part 
of many dealers. You might pro- 
tect the large dealers by saying this 
is the time for the survival of the 
fittest. However, the inventory 
control measures being talked of 
may correct this situation. You 
would be surprised at the number 
of good dealers who have tried to 
rob our stock in exchange for a 
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2% to 74% per cent brokerage fee 
offered by smaller chain outlets. 

The most important job con- 
fronting any distributor or retailer 
is to find ways and means of re- 
ducing the operating expenses in 
our respective businesses. It may 
be necessary for you to stagger 
the help in your store; it may even 
be necessary to dispense with the 
services of one or two loyal old 
employees. It will be necessary 
to reduce delivery expenses. It is 
most necessary that you reduce 
your book accounts and have your 
business in a liquid position. It 
may be necessary to negotiate a 
new lease, and it certainly will 
mean added work for the owner 
of the business. 

Simplification 

I feel very definitely that the 
most important factor in a prom- 
ising outlook for the future of the 
hardware industry would be sim- 
plification. In our own inventory 
we carry 24 different kinds of 
paring knives; our most success- 
ful competitor, Sears-Roebuck, 
carries seven. We carry eight 
numbers of dust pans, six of them 
retailing for 25 cents, one for 49 
cents and one for 79 cents; our 
largest campetitor carries two, one 
retailing for 9 cents and one for 
24 cents. We carry 17 different 
kinds of flour sifters, varying from 
15 to 47 cents; Sears carries four 
numbers, retailing from 22 to 84 
cents. We carry 54 items of tin- 
ners’ snips; Sears carries eight. 
We carry 102 different items in 
hand saws alone; Sears carries 30. 

Now, many of these items are 
carried due to the demand of deal- 
ers in a certain area or to the pleas 
of our salesmen; but the experi- 
ence of firms like Sears, Wards 





and other chain outlets would cer- 
tainly prove the fallacy of carry- 
ing such a wide variety of mer- 
chandise. I recall when first coming 
to the house we were promoting a 
single bit axe to meet the competi- 
tion of Sears and Wards, but we 
chose to carry this only in the 
Michigan pattern. Immediately 
our southern salesmen wrote in 
unison that we must add this axe 
in the Dayton pattern, so their 
customers could meet this compe- 
tition. I was taking a trip with 
some of our southern men and 
told of what we were doing to help 
them meet their competition, and 
usually mentioned this axe story; 
and in 27 calls I found only two 
dealers ever knew that we had an 
89 cent axe, and the other 25 deal- 
ers admitted the pattern made no 
difference. 


Jobber at Fault 


I think in most cases the jobber 
is at fault in offering such a wide 
variety of merchandise, and the 
firm I represent has already 
adopted a definite program for 
streamlining our own business. We 
visualize cutting our inventory 
from 50,000 items to 15,000 items. 
We contemplate more and more 
full packages, and this time we 
hope to avoid most of the mistakes 
made in our original full package 
plan idea. This is going to be a 
radical departure from hardware 
traditions, but when the break 
comes we are going to be in a po- 
sition to offer our customers a 
variety of proved best sellers at 
prices that will meet any and all 
competition. It will also mean 
that the plan will only be available 
to those who are willing to confine 
their purchases to one or two 
sources, as the quantities will not 





be in keeping with every-day buy- 
ing. 

We will select carefully the deal- 
ers with whom we will do business 
after the war, and our program 
will be so scientifically planned for 
buying, selling and retail store op- 
eration that those best retailers 
will want to do’business with us. 


Inventory Check 


Most of you enjoyed the un- 
reasonable examples in our inven- 
tory as compared with Sears, so 
for self-protection I had a rather 
prominent dealer less than 200 
miles from Chicago checked by 
one of our field men and found 
that in his inventory were 42 types 
of padlocks. In the same town, a 
going Sears store had seven num- 
bers. We are learning from our 
test stores that many dealers’ prob- 
lems are due to their failure to fol- 
low a merchandising plan. We 
have also learned that the consum- 
ing public is not demanding a 
wide variety of merchandise, but 
the variety is usually called for 
by super-selling or to satisfy the 
personal whims of the dealer. In 
our own stores they are able to 
operate profitably in buying exclu- 
sively from Hibbard, Spencer, 
Bartlett & Company with the ex- 
ception of seeds and bottled gas. 

I have always been an optimist, 
and even though the outlook is not 
very encouraging for the next few 
years, I do not think we should 
adopt a defeatist attitude and give 
up. There is nothing to take the 
place of hard work; and if we 
couple that with the help of re- 
sourceful distributors, together 
with the counsel of our associa- 
tions, then I am pleased with the 
hardware outlook for the future. 





NRHA BOARD OF GOVERNORS: Newly elected vice-president. Harry D. Kaiser, Phila.; H. P. Aikman, Cazenovia, N. Y.; 

Geo. C. Green, Long Beach, Calif; Retiring-president Thos. K. Ruff, Columbia, S. C.> Dan Billmans, Minneapolis, Minn.; 

Earl Dean, York, Nebr.; Louis Hill, Postville, lowa: W. C. Judson, Big Rapids, Mich.; J. D. Reynolds, Carthage, Mo.; Theo. 

Suennen, Hudson, Wis., and Carl Miller, Kendallville, Ind. In the background newly elected President A. E. Herrn- 
stein, Chillicothe, Ohio. Missing member in this group photo is Chester Young, Fairview, Okla. 
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For ten years Amer- 
ica’s oldest paint- 
maker has been mer- 
chandising wallpaper 
through its own 
experimental stores. 
Devoe now offers 
a proven money- 
making wallpaper 


program to you. 
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-DEVOE WALLPAPERS - 


a NEW source 
of BIG PROFITS 
for YOU — 


@ Many consumer items are no longer available — BUT 
@ There are no priorities on. wallpaper. 
@ Devoe Wallpaper can do important things for you: 
@ Help your wartime sales 
e Bring you new store traffic 
@ Help sell related items — paint, for instance 
@ Create large profits from a small investment. 
@ Devoe is a tested, fast-selling, complete line to meet every taste 
: and every purse. 
@ Scientific selection eliminates carry-overs. 
e Exclusive patterns stymie your competition. 


e If you can spare even 20-inches of floor space—you can have 
a money-making wallpaper department. 


@ 50 warehouses give overnight service 
on fill-in orders — Help fast turn-over, keep inventory low. 


@ Prices and service beyond compare. 


‘@ Complete tested merchandising service, too, that helps you 
to easy sales and greater profits. 


@ Fornew,quick and larger profits tear out and mail this coupon, now 


| COUPON | DEVOE & RAYNOLDS CO., INC., Ist Ave. & 44 St., N. Y. C. 


Please send complete details about the Devoe 1943 Wallpaper Profit Program 
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Supervision of all metalwares , 
sales in eleven Pacific Coast and 
Western states has been added | 
to the responsibilities of T. Stran 
Jones, Granite City district sales | 
Announcement was 

P. Altemeier, gen- 
eral manager of the metalwares | 


manager. 
made by E., 


division. 

Mr. Jones joined Nesco at the 
factory on Oct. 1, 
1903, as a private secretary and | 


Baltimore 





T. STRAN JONES 


has been with the company con 
tinuously that time. He 
started his selling career in 1907, 
covering the Pennsylvania job- 
bers and opened the first Pitts- 
burgh office Jan. 1, 1914. 

In 1929 he was transferred to 
the executive office in Milwaukee 
where he remained until 1930 | 
when he was made district sales 
manager at the Granite City fac 
tory. This district originally in- | 
cluded St. Louis and a few south- 
western states including Arkansas, 
Oklahoma, Texas, New Mexico, 
and Arizona. then Mr. 
Jones has been given supervision 
of all states west of the Missis- 
sippi in addition to Mississippi, 
Alabama, Kentucky, | 
and Southern Indiana, 
and Ohio. 

The San Francisco sales office | 
is beimg continued at the West- 
ern Merchandise Mart. The en- 


since 


Since 


Tennessee, 
Illinois, 
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| diana, 
| turned out with brass bands, the 
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Jones Now Directs Nesco 
Western Metalwares Sales 


tire Western sales organization, 
comprising H. C. Gleason, Se- 
attle; H. B. 
cisco; J. H. Pohlson, Los An- 
geles; Richard Schultz, Salt 
Lake City, and C. O. Rucker, El 


-Paso, will continue their opera- 


reporting direct to the 


factory. 


tions, 
Granite City 


Devoe & Raynolds Brush Conservation 
Premiere at Princeton, Ind. | 


More than 1500 people partici- 
pated, June 17, in the rally in 
the Princeton Armory, Prince- 
ton, Ind., marking the premiere 
of the national brush conserva- 
tion campaign. Hundreds of 
citizens lined the street 
and heard the program through 


| means of a public address sys- 


tem. People from Princeton and 


| surrounding communities in In- 


Kentucky and _IiIlinois 
Guard and the 
The program 


Indiana State 
American Legion. 


is being sponsored by Devoe & | 


New York 


toward 


Raynolds Co., Inc., 
City, as a contribution 
the government’s war effort. 





Meek, San Fran. | 


R. J. SCHULER WITH 
HAMPSHIRE PRODUCTS 


GORDON N. LEWIS JOINS 
BOSTON WOVEN HOSE 


The Boston Woven Hose &| R. J. Schuler has been ap- 
| Rubber Co., Boston, Mass., an- | pointed general manager of 
|nounces that, effective July 1, | Hampshire Products, Inc., « of 


Milan, Mich. For the past five 
years Mr. Schulcr has been as- 
sistant manager of sales with the 
bolt and nut division of Republic 
Steel Corp., Cleveland, Ohio. 
Previous to being with Republic, 
Mr. Schuier was general sales 
manager of the LaSalle Steel Co., 
Chicago, Ill., for 10 years. 


| 1942, Gordon N. Lewis has joined 
its organization as sales manager 
| of its tape department. 

Mr. Lewis and _ favor- 
| ably known to members of the 
| electrical industry and has for | 
| the past eight years been asso- | 
| ciated in a similar capacity with 
Jenkins Bros. Bridgeport, 
| Conn. | 





is well 


Co.. 


| gram. He pointed out that for- 
j mer sources of supply for 
| bristles, in the Far East, have 
| been cut off by the war. Mr. 
Mohrhusen cited many use; for 
bristles in the present emergen- 
including the carding of 
for army and navy uni- 


A special delegation from 
Evansville, Ind., headed by three 
majorettes, turned in a_ truck | Cy, 
load of old brushes collected for | wool 


reclamation. Mayor T. C. Fow- | forms, blankets, etc., and paint 
ler, Princeton, welcomed those | brushes for painting bombers, 
present including representatives | barracks, tanks, trucks, ships 


and for use of war production 
plants. “The drive for old paint 
hardened brushes is very attrac- 
tive as a conservation plan,” he 
said, “by reason of high remu- 
neration ranging from 10 cents 
to $2.00 depending on the size 
of the bristles.” 

A victory parade and demon- 
stration around the “Square” 
concluded the festivities, with 
about 5000 participating. 


of Devoe & Raynolds, who re- 
cently moved brush manufactur- 
| ing activities to that community. 
| F. E. Richards, superintendent 
| of the brush factory, and A. H. 


| Mohrhusen, manager of the com- 
| pany’s brush division were also 
| introduced. 

| Mr. Mohrhusen ex pressed 
thanks for the community’s co- 
operation in the program, and 
outlined the need for the pro- 








CASH FOR OLD 


PAINT BRUSHES’ HERE 








Boy Scouts bring old brushes, as part of the brush conservation campaign, to E. S. Phillips, 
president, Devoe & Raynolds, Inc., who is standing in front of the Superkleen brush factory 


in Princeton, Ind. Note the 


sign, “Cash For Old Paint Brushes Here.” 
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POMONA PUMP CO. 


NAMES NEW TREASURER | 


C. Granniss Bonner has been 
elected treasurer of the Pomona 
Pump Co., Pomona, Cal. Mr. | 
Bonner was formerly comptroller | 
and more recently treasurer of | 
the Brunswick - Balke - Collender | 
Co. of Chieago, Ill. 

Mr. Bonner relieves Donald C. | 


| 
| 
| 
| 
| 


| 





C. GRANNISS BONNER 


McKenna, vice-president and for 

mer treasurer, who will devote 
full time to the increased produc- 
tion activities of the company’s 
four manufacturing plants. 


TENGWALD WITH 
NEW FIRM 


A. F. Tengwald, president of 
the Los Angeles Pot and Kettle 
Club, has resigned his connec- 
tion with the Wagner Manufac- | 
turing Co. and is now represent- | 
ing James H. Rhodes & Co.,| 
of Chicago in the states of Cali- | 
fornia, Utah and Nevada. He 
succeeds the late W. T. Clement. 
Hardware jobbers will be con- 
tacted. Mr. Tengwald will con- 
tinue to make Los Angeles his 
headquarters, at 1024 So. Citrus 
Ave, 








WAR CLINICS FOR 
MICH. DEALERS 





| 

H. A. Daschner, manager, The | 
Michigan Retail Hardware Asso- | 
ciation, Lansing, Mich., has an- 
nounced a series of War Clinies | 
for two weeks in August through- 
out the Upper Peninsula of that 


state. The clinics will be devoted | as consultant to the officers of | 
the company’s factories at Chi- | 
cago, New Orleans, Boston, and 


‘ ; 
to a discussion of current gov- | 


ernmental regulations and _ hard- 
ware retailing during the war- | 
time. 

Speakers on the program in- 
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| Canadian 


|in the waterpaint 


clude C. L. 


“There’s 
and a “Quiz the 
session. 


Two meetings have already 


been held at Excanaba and Iron 
Nolden, Deita 
Hdwe., and Ben L. Qu‘it, Mar- 
respective 


River with J. L. 


shall Wells Store, 


chairmen. Other meetings on the 


echedule and their chairmen are: 
Aug. 7, 


Aug. 10, Douglass House, Hough- 


| ton, Martin Hermann, Hermann 
| Hdwe., Laurium; Aug. 12, Clif- 


ton Hotel, Marquette, Oscar 
| Niemi, Quality Hardware, and 
Aug. 14, Soo Country Club. 


| Sault Ste. Marie, P. G. Bruhn, 


Bruhn Hardware. 


BURHANS & BLACK MOVE 
TO NEW WAREHOUSE 


Burhans & Black, Inc., whole- 
sale hardware firm of Syracuse, 
N. Y., has moved to a new ware- 
house at 133-153 Richmond Ave., 
that city. This new location will 
enable the company to carry on 
its business under one roof and 
will facilitate its operations in 
Central New York. 


Godd. yne, Bay City, | 
president of the A sociation, and | 
Mr. Daschner, its manager. In- | 
cluded will be a sound movie, 
A Job To Be Done,” | 
Professor” 


Elks Hall, Bessemer, 
| Joeph Jezek, J. J. Frick Co.; 





GEO. P. WILCOX TAKES 
OVER SPRAKE-WILCOX 


Sprake-Wilcox, Inc., Los An- | 


geles, Calif., Manufacturers’ rep- 


resentative, has been dissolved 


and all assets and account; have 


been acquired by George P. Wil- 
cox. The business will continue 
as heretofore but will be known 


as George P. Wilcox Co., and 


will continue to be operated at 
room 606, 408 South Spring St., 
Los Angeles. 


EVANS WARD HEADS 
BOLT, NUT INDUSTRY 
SAFETY CAMPAIGN 


The War Production Fund to | 


Conserve Manpower 
the acceptance of Evans Ward a 
chairman of the Bolt and Nut 
Division of the Campaign, re- 
cently divided by indu-tries un- 
der the National Safety Council. 
As president of the Russell. 
Burdsall & Ward Bolt and Nut 


Company, Port Chester, N. Y.. | 


Mr. Ward is widely known ir 
this important industry. He will 
immediately organize and lead 
the drive to obtain funds to cut 
down the mounting trend of ac- 


cidents in war production plants 


| in his field. 


W.P.B. Calls Barnard to Serve 
on Aqueous Coatings Unit 


W. W. Barnard is serving as 
senior technical specialist of the 
new Aqueous Coatings Unit, Pro- 
tective Coatings, Section, Chemi- 
cal Branch of the War Produc- 
tion Board. 

Mr. Barnard was formerly as- 
sociated with Wesco Waterpaints, 
Inc., East Boston, Mass., as trea- 
surer of that company’s subsid- 
iary corporation, Wesco Water- 
paints, Inc., of Massachusetts; 
manager of Wesco’s Boston plant, 
and director of the company’s 
subsidiary, Canadian 
Waterpaints, Ltd., of Montreal. 
In addition to this triple ca- 
pacity, Mr. Barnard also acted 


Montreal. 
During Mr. Barnard’s 20 years 





industry, he | 


acted as research chemist, fac- 
tory superintendent, and manager 
of production and distribution. 





W. W. BARNARD 


annources | 





latter is now in the 


about 


AMERICAN SCREW CO. 
NAMES PACIFIC COAST 
SALES ENGINEER 


The appointment of James M. 
Hoghland as sales engineer in 
the Pacific Coa-t area is an- 
nounced by the American Screw 
Co., Providence, R. 1. Mr. Hogh- 
land will supplement the efforts 
of K. T. Jack on who up to 
now has been covering the entire 
territory for American. 

For the present, Mr. Hogh- 
land is located at 1724 North 


Vista Street, Hollywood, Calif. 





JAMES M. HOGHLAND 


OTIS STEEL MEN ON 
J. & L. BOARD 


E. J. Kulas and Edward B. 
Greene, both of Cleveland, Ohio, 
recently elected to the 
board of directors of the Jones 
& Laughlin Steel Corp., Pitts- 
burgh, Pa. Mr. Kulas also was 
elected vice-chairman of the ex- 


were 


ecutive committee. 

Mr. Kulas formerly was presi- 
dent of the Otis Steel Co. at 
Cleveland and Mr. Greene, presi 
dent of the Cleveland Cliffs Tron 
Co., was a director of Otis. 


MOSES WARANCH TO 
WARANCH HARDWARE 


Moses Waranch is replacing 
his brother, Sam A. Waranch, as 
manager of Waranch Hardware 
& Paint Co., Norfolk, Va. The 
Army. 
Moses Waranch is returning to 
the firm after an absence of 
12 years. 






E. A. Hastings, treasurer, Leslie Gould, director of sales, Chas. Scarborough, president and 
Wm. M. Stout, general manager of the American Hardware & Supply Co. at recent con- 


vention of that organization. 


Government Regulations and 


New Merchandise Key Topics 


at American Mid-Year Meeting 


Priorities, government regula- 
tions, and new merchandise were 
key topics discussed at the Amer- 
ican Hardware Supply Co.’s mid- 
year “Victory” convention. The 
two-day convention was held in 
the company warehouses, July 20 
and 21, in Pittsburgh, Pa. More 
than 350 members and guests at- 
tended the meeting. 

Chas. M. Scarborough, presi- 
dent of American, opened the 
first business session and wel- 
comed the dealers to the meeting. 
He told the dealers that the com- 
pany was adjusting its operations 
present business conditions 
and that it would continue to 
serve the members the best 
possible way. 

H. L. Gould, sales manager, 
told the dealers that they had an 
important job to do today. 
said it was most important to 
keep up civilian morale in the 
community and the hardware 
dealer could best serve this end 
by continuing to supply civilians 
with the hardware necessities of 
life that are available. He urged 
dealers to add new lines and to 
promote services of all types. 

E. A. Hastings, treasurer and 
assistant secretary, presented a 
complete analysis and study of 
sales, purchases, and credit stand- 
ing of American dealers. He re- 
ported that the study showed that 
American members were buying 
more and more of their total pur- 
chase from the company. The 
credit position of this group also 
showed considerable improvement 
since the last time a similar study 
was made. Dealers had less days 
credit on their books at this time 
on the average than at any other 
time. 


to 


in 


30 


He | 


Wm. M. Stout, general man- 
ager, discussed some of the prob- 
lems of management under the 
changing conditions of the pres- 
ent. 
of the company for the first six 


months showed an increase of 33 | 


per cent over the same period 
last year. He told the group that 
every effort was being made to 
keep a well rounded stock on 
hand but that this was becoming 
more and more difficult due to 
the fact that production on many 
items has been seriously curtailed 
and in some cases stopped com- 
pletely for the duration. 

Mr. Stout urged dealers to 
secure priority ratings from cus- 
tomers wherever it was required. 
Unless this is done, he pointed 
out, it will be impossible for the 
dealer to maintain his stock. It 
also handicaps his wholesale 
house and prevents it from con- 
tinuing to fill the dealers orders 
unless such ratings are extended. 

Virgil D. Hall, buyer, discussed 
various priority rules and war- 
time regulations affecting Ameri- 
can dealers. He explained in de- 
tail the various procedures to fol- 
low in making sales under vari- 
ous “P” Orders and also gave a 
complete summary of the things 
dealers must do to comply with 


the General Maximum Price Reg- | 
became effective 


ulation which 
July 1. 

One of the most 
exhibit at which 
more than 75 manufacturers pre- 
sented their lines. The display 
was restricted to lines of mer- 
chandise available at the presen: 
time. 


He also reported that sales | 





interesting | 
| features of the meeting was the 
| merchandise 


110 ATTEND CENTRAL 
STATES HDWE. MEET 


Central States Hardware Club 
held its fourth annual golf party 
Friday, June 26, at the Tam 
O’Shanter Country Club in Chi 
cago. Eighty members and 30 
guests enjoyed a day of golf and 
entertainment. Golf prizes wer 
awarded in the form of Wa 
Stamps to the following: 

First low gross, E. G. Weich- 
mann, American Cabinet Hdwe. 
Co.; first low net, G. Beaudin, 
Jr., J. Wiss & Sons Co.; first 
blind bogey, W. Lind, Lind 
Hardware Co.; second low gross, 
K. C. Warner, Harpware AcE; 
second low net, O. E. Foerster, 
Frankfurth Hardware Co.; sec- 


| ond blind bogey, D. Lum, Givan 





Delawn, Inc.; third low gross, 
R. G. Hollingsworth, P. F. Cor- 
bin; third low net, E. Bradley, 
Reefer-Galler Co.; third blind 
bogey, W. Higgins, Starline, Inc.; 
fourth low gross, R. Donahue, 
Wabash Screen, Door Co.; fourth 
low net, A. B. Beesley, Midwest 
Hardware Co.; fourth blind 
bogey, E. F. Joerms, Clark & 
Barlow Hardware Co.; fifth low 
gross, C. J. Nelson, Richards- 
Wilcox Mfg. Co.; fifth low net, 
J. A. Behl, Leland Hotel; fifth 
blind bogey, M. D. Spoerer, Yale 
& Towne Mfg. Co.; sixth low 
gross, O. B. Bergersen, Harp- 
ware AcE; sixth low net, W. M. 
Olsen, Lamson & Sessions Co.; 
sixth blind bogey, J. M. Dill, 
Russell, Burdsall & Ward Bolt 
& Nut Co.; seventh low gross, 
R. Dowdle, J. Wiss & Co.; sev- 
enth low net, W. L. Reilley, Mc- 
Kay Chain Co.; seventh blind 
bogey, A. P. Lauritzon, Manu- 
facturers’ Agent. 

The golf player who came the 
longest distance, W. G. Wood- 
worth of Samson Cordage Co., 
was awarded a $3.50 War Stamp. 

The committee in charge in- 
cluded: Frank J. Koch, chair- 
man, McKinney Mfg. Co.; 
George H. Beaudin, J. Wiss & 


| Sons; A. J. Eggleston, Richards- 


Wilcox Mfg. Co.; Ben Leve, Sec- 


retary, The Carborundum Co. 





Devices, Inc., 


Avenue, 


Syncro 
Bermuda 


cision Products, Inc., of the 
same city. These two constitu- 
ent companies were controlled 
and’ operated by the present 
owners and directors of Syncro 
Devices, Inc. 

The new officers and positions 
are as follows: Hobart D. An- 
dreae, president; George 


E. | 


Lewis, vice-president; Fred Dye, | 


secretary; Maynard D. Andreae, 
vice-president, and Wayne A. 
Andreae, treasurer. 


'Syncro Devices, Incorporated, Absorbs 


Welco Precision Products, Inc. 


3265 
Ferndale, 
Mich., has absorbed Welco Pre- 


The firm has been expanding 
its productive facilities very rap- 
idly to handle the constantly ac- 
celerating amount of business 
done in the past by Welco Pre- 
cision Products on precision ma- 
chine tool parts, special tools, 
fixtures, production parts, plug 
gages, etc. Syncro Devices is 
concentrating exclusively on war 
work for the duration. Mean- 
while, intensive research is pro- 
ceeding on its lines of electric 
jig saws. After the duration, the 
saw business will be resumed. 


Officers of Syncro Devices, Inc., are (left to right): Lieutenant 

(J. G.) Maynard D. Andreae, vice-president (now in the Naval 

Reserve); Hobart D. Andreae, president; George E. Lewis, vice- 
president, and Wayne A. Andreae, treasurer. 
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FIGHTING FIRES 


before they start 


Mist fires are preventable. A smol- 
dering cigarette, flipped carelessly in- 
to a dark corner . . . a welder’s spark 
flying unnoticed into a pile of oily 
waste—these little things can, and do, 
start devastating fires. 

At the beginning of the war emer- 
gency, recognizing that fire is a 
treacherous and deadly saboteur of 
production, Bethlehem intensified its 
attack on the fire hazard. As always, 


trash can 4 


f 
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trained, fully-equipped fire-fighting 
forces supplied the backbone of the 
fire-control effort, maintaining day- 
and-night vigilance in every Bethle- 
hem plant and shipyard. 

But to bring home the vital impor- 
tance of fire prevention and control 
to every Bethlehem employee, we’ve 
designed a series of posters in full 
color and are displaying them in key 
locations throughout all Bethlehem 


“4 
my ff 


Mt AEA WT bfistinsZ 


shipyards and steel plants, which are 
now engaged in vital war work. 
These posters are based on analysis 
of the most serious causes of fire and 
the all-important part of the human 
element in fire prevention. By point- 
ing out to employees specific ways in 
which they can prevent or subdue 
fires, the posters are helping to mini- 
mize a potentially grave threat to the 
production of war materials. 


FAULTY WIRING 


i 
ciacisicdi iUd Ul LUI LU bUlddiue 


Five of Bethlehem’s series of fire-prevention posters. 
These posters are printed in full color. Each 
poster is designed to emphasize a specific problem 
in fire prevention or control. 


War-production plant executives who are 
carrying on fire-prevention campaigns may 
find these posters of interest. A compli- 
mentary set will be supplied on request to 
Bethlehem Steel Company, Bethlehem, Pa. 
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Shapleigh Hdwe. Promotes 
Messner and Clement 


The Shapleigh Hardware Co., 
St. Louis, Mo., announces the ap- 
pointment of Otto A. 
as manager of the railway sup- 
ply department, and George 
Clement as assistant manager of 
the city sales department. 

Mr. Messncr is a former Sim- 
mons man, having entered its 
employ in July, 1900, 
first in the mail order depart- 
ment and later as a road sales- 
man, traveling in various Illinois 
territories. At the beginning of 
1931 he was put in charge of the 
railway supply department and 
something more than a year later 
was made manager of city sales. 
In 1937 he 


serving 


was elected vice- 


400 ENJOY GOLF PARTY 
OF THE KEYSTONERS 
With ideal weather and an at- 

tendance of about 400 the fifth 
annual birthday party and dinner 
of The Keystoners, held Wednes- 
day, June 24, at the Manufac- 
turers Golf & Country Club, Ore- 
land, Montgomery County, Pa., 
was avery affair. 
About 150 golfers participated in 
the golf tournament, turning in 
some very nice scores. Low gross 


successful 


cup was won by Fred Shearer, 
York Machinery & Supply Co., 
York, Pa., and the kickers hand- 





H. L. BILLS 


Director of industrial rela- 
tions of the Acme Steel Co., 


2840 Archer Ave., Chicago, IIl.. | 


who was recently elected vice- 
president of the Industrial Re- 


lations Association of Chicago. | 


Mr. Bills has been active in this 
field for the past 20 years, hav- 
ing been associated with a firm 
of industrial management engi- 


neers for 16 years before his | 


Acme appointment in 1937. 
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Messner | 


| department. 
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president of the company, con- 
tinuing as such until the pur- 
chase of the Simmons assets by 
Shapleigh. Since that time he 
has continued his activities in 
connection with the city sales 
department, under the title of 
assistant manager of city sales. 
Mr. Clement has been with the 
Shapleigh company for the past 


13 years. He had his training | 
in the sporting goods buying | 


Since June of 1937, 
his time has been divided be- 
tween road and office work, al- 
ways in connection with sport- 
ing goods, a line with which he 
is quite familiar. 


icap cup by John Davis, Phila- 
delphia Gear Co., Philadelphia. 

Until the n‘nth inning the base 
ball game was a nip and tuck 
affair but the visitors captained 
by Tommy Stephens, Heintz 
Mfg. Co., Phila., rallied and 
scored five runs thus winning to 
the tune of 6 to 3. Many others 
swam, pitched quoits and en- 
joyed the other facilities of the 
club. The dinner, that evening, 
was followed by an_ excellent 
floor show. 

Members of the entertainment 
committee which arranged and 
conducted the party are: Millard 
I. Jackson, Behr Manning Co., 
chairman; Floyd Anderson, Pre- 
cision Grinding Wheel Co. and 
Fred Kiernan, Corbin Cabinet 
Lock Co. Officers of the Key- 
stoners are: Martin G. Hayden, 
manufacturers’ agent, president; 
Carl J. Meister, Allen Mfg. Co., 
vice president, and Albert R. 
Crank, Bay State Tap & Die Co., 


| secretary-treasurer. 


GOLF PARTY GIVEN BY 
N. Y. HARDWARE MEN 
The New York 
Association, New 
City, entertained members and 
guests at a golf party held at 
the Upper Montclair Country 
Club, Upper Montclair, N. J., on 
July 14. Twenty-four members 
and guests were present for din- 
ner and 20 members and guests 
participated in the golf meet. 
Prizes were awarded to the 


Hardware 


following: 

President’s Handicap Cup to 
member for one year, M. C. Har- 
riman, American Steel & Wire 
Co.; runner-up members only, 
Willis Horner, Allen Mfg. Co.; 


low gross—jobber or guest, Jay 





| Minneapolis, 
| Claire, from a local group of 


York | 





Miller, Bethlehem Steel Corp.; 
runner-up—jobber or guest, B. 
F. McCreary, Carroll-McCreary 
Co.; low gross—manufacturer or 
guest, Pat Patterson, American 
Steel & Wire Co.; runner-up 
manufacturer or guest, Jack Per- 
kins, J. H. Williams & Co.; high 
gross—member or guest, E. S. 
Norvell, E. C. Atkins & Co.; run- 
ner-down— member or guest, 
Gene Foley, Bayonne Steel Prod- 
non-golfer putting 
prizes, Bob Smith, Simonds Saw 
& Steel Co.; Roy Schmidt, Stan- 
ley Tools, Tom Hogben. 


ucts Co.; 


RESTRICTIGNS ON 


IRON, 





STEEL, AND ZINC IN| 
HOUSEHOLD ARTICLES 
EXTENDED 


Restrictions on the use of iron, 
steel, and zinc in the product’on 


of essential kitchen and house- | 


hold articles were extended 


throughout July in an amendment | 


issued to General Limitation 
Order L-30. The original order 
made provisions beyond June 30 
with respect to these articles. 
The order carries a 10 per cent 
cut in the amount of iron and 
steel to be used in the manufac- 
ture of cooking utensils and a 
30 per cent cut in the amount of 
iron and steel to be used in the 
manufacture of kitchen ware and 
essential household articles. A 
50 per cent cut is ordered in the 
amount of zinc to be used in the 
manufacture of kitchen ware and 
essential household articles. The 
reductions are based on_ the 
amount of all metals used in the 





production of such articles dur- 
ing the year ended June 30, 1941. 
Beginning July 1, no nickel 
may be used in the production 
of a list of household articles 
which can be made of other ma- 
terials. They include tie racks, 
shoe trees, fireplace equipment, 
towel bars and racks, toothbrush 
holders, soap dishes, fly swatters, 
dish drainers, cuspidors, vege- 
table bins, carpet beaters, etc. 





W. C. WHITE 


President of the Aluminum 
Cooking Utensil Co. New 
Kensington, Pa., who has been 
appointed vice-president and 
director of the Alcoa Steam- 
ship Co. Erret M. Grable, vice- 
president and sales manager of 
the utensil firm, has been 
named president of the com- 
pany to succeed Mr. White. 
Both firms are Alcoa subsidi- 
aries. 


Sell Control of National 


: Pressure Cooker Co. 


Purchase of the controlling in- | 


terest of the National Pressure 
Cooker Co., Eau Claire, Wis., by 
L. E. Phillips, of the same city, 
and his brother, Jay Phillips, of 
formerly of Eau 


stockholders in the company was | 


recently announced. 

The announcement was made 
following a meeting of the reor- 
ganized board of directors, which 
is to serve until the next annual 
meeting, and which elected L. E. 
Phillips, president; A. A. DeBon- 
ville, vice-president and general 
manager; Thomas G. Haney, 
treasurer, and Margaret M. Whe- 
lihan, secretary. 

The reorganized board of di- 
rectors consists of L. E. Phillips, 
Jay Phillips, A. A. DeBonville, 
E. H. Wittenberg and S. H. 
Maslon. 


| 


| 





The company is engaged in 
war work and this production, it 
was announced, will continue un- 
der the management of Mr. De- 
Bonville, vice-president and gen- 
eral manager. Before going inte 
war work the company manufac- 
tured pressure cookers and a 
general line of aluminum ware. 

Phillips said there would be no 
change in the policies of the com- 
pany and that he hoped, as .the 
war work progressed, it would 
be possible to expand the opera- 
tions of the company. 

Plans of the new company did 
not contemplate any changes in 
the personnel, it was stated. 

L. E. Phillips has for many 
years conducted the Ed Phillips 
and. Sons Co., of Eau Claire, Wis., 
engaged in the wholesale business 
featuring liquor, tobacco, candy 
and other items. 
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. PAYSON NAMED 

SARGENT DIRECTOR 

A. E. Payson, Norwich, Conn., 
was elected a director of Sargent 
& Co., hardware manufacturer, 
New Haven, Conn. Mr. Payson 
is president of the American 
Thermos Bottle Co. of Norwich, 
Conn. ln 


NEW WATER SYSTEMS 
PROGRAM UNDER WAY 


The dominant theme in the 
1942 educational literature issued 
by the Electric Water Systems 
Council, 35 East Wacker Drive, 
Chicago, to aid dealers in ad- 
vi:ing farmers on the more in- 
telligent use of running water 
under pressure, is “Water Lines 
Are As Important As Battle 
Lines.” 

The complete three-point pro- 
gram developed by the cooperat- 
ing manufacturers of electric 
water systems and power com- 
panies is designed to (1) pro- 
mote greater use of running 
water among farmers who already 





have electrically operated water 
systems; (2) help the water sys- 
tem dealer maintain profits by 
recommending the reconditioning 
of all existing equipment; and 
(3) recommend the purchase of 
new equipment only when needed 
to carry on farm work. 

To put this program into ef- 
fect, the Council has issued an 


envelope stuffer, a broadside, and | 
has published a new edition of | 


the technical guide “Standard 
Manual of Water Supply Sys- 
tems.” The envelope stuffer and 
the broadside are being mailed 
to farmers by participating man- 
ufacturers and by power com- 
panies. Dealers who wish to have 
a supply of either or who want 
copies of the technical manual 
chould make their requests to 
distributors. The emphasis in 
the folder and the broadside is 


both on the labor-saving benefits 


of water under pressure and the | 


increase in food production made | 


possible by an abundant supply 
of water. 


Atkins Men Receive Merit Awards 


work in the heat treating of | 
large size flat steels. More re- | 
cently he was honored by the | 


Three men recently received 
the Atkins Merit Award pre- 
sented in recognition of outstand- 
ing ability and significant ser- 
vice. The awards, consisting of 
diamond studded lapel pins and 
plaques, were presented by 
Elias C. Atkins, vice-president 
of E. C. Atkins and Co., Indian- 
apolis, Ind., to W. R. Chapin, 
Frank McCartney and C. A. 
Newport. 

“Bill” Chapin, now director 
of Atkins metallurgical research, 
has been the recipient of many 
other awards acknowledging his 
important contributions to metal- 
lurgical science. He has received 
the Albert Saveuer Award pre- 
sented by the American Society 


for Metals, in recognition of his | 


rm -_ er rer 








American Inventors Society for 


metallurgical achievements _ in | 


the development of steel cement. 

Frank McCartney, night super- 
intendent of the hardening shop 
and an Atkins employee for 40 
years, received the Award for 
saving a fellow worker’s life. 

C. A. Newport, who has just 
finished his 56th year with the 
company, was given the Award 
for his much appreciated civic 
and social welfare activities for 
the company and the city. He 
has been supervisor of the hand- 
saw department of Atkins, and 
is now permanent secretary of 
the Atkins Pioneer Club. 


Elias C. Atkins (left), vice-president of E. C. Atkins, presents 


Merit Awards to (left to right) W. R. Chapin, director of | 


metailurgical research; Frank McCartney, superintendent of the 
hardening shop, and C. A. Newport, secretary of the company’: 
Pioneer Club. 
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We're not building any ranges these 
days... . we're helping America build 
a victory. But we haven't stopped 
thinking about ranges. And from that 
thinking and planning a new Grand 
Gas Range is growing . . . a range that 
will offer the American housewife an 
undreamed-of degree ‘of convenience 
and efficiency. It may or may not re- 
semble the ‘‘dream range”’ illustrated 
above, but whatever its final form, the 
post-war Grand will be fully worthy of 
its name... first in its field 


When Peace Comes, 
It Will Be GRAND 
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Quality Does Jt 


Poor leathers are the most 





MAKE THIS TEST. Cut, 
and then try and tear 
a Myers Pump Leather. 


common cause of pump fail- 
ure. A faulty leather puts the 
pump out of commission. 


Would you be willing to give 
a few minutes to learn how 
this costly service problem 
can be minimized for your 
customers? Of course, you 
would! Drop us a line, and 


we will have our territory salesman or your jobber 
show you why Myers Quality Leathers cost less in 


the long run. 





MYERS 2 


Take 


PUMPS -WATER SYSTEMS - ERS... 

















THE F. E. MYERS & BRO. CO. oe mr Ohio 


Manufacturers of Farm Operating Equipment WATER SYSTEMS 
DOOR HANGERS, 


PUMPS, SPRAYERS, HAY UNLOADING TOOLS. 
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| Ernest Trigg Honored on 50th 
Anniversary in Paint Industry 


Three hundred and fifty of the 
leading paint manufacturers from 
all parts of the country and 
Canada as well as prominent 
civic and industrial leaders, rep- 
resenting practically every line 
of endeavor, attended a banquet 
in tribute of Ernest T. Trigg’s 
50 years of service to the paint 
industry. The dinner was held 
June 30 at the Union League 
in Philadelphia, Pa., and was 
sponsored by the Philadelphia 
Paint, Varnish & Lacquer Asso- 
ciation. 

Walter A. Gorrell, vice-presi- 
dent and general manager of 
John Lucas & Co., and president 
of the Philadelphia Association, 
acted as toastmaster. Samuel R. 
Matlack, president, George D. 
Wetherill & Co., Inc., acted as 
honorary chairman. 

Mr. Gorrell pointed out that 
Philadelphia was the logical spot 
for the dinner to be held, inas- 
much as a major portion of Mr. 
Trigg’s business life was spent 
in that city. Guest speakers of 
the evening were: Dr. Allen A. 
Stockdale of the National Asso- 
ciation of Paint Manufacturers; 
Frank L. Sulzberger, president, 
Enterprise Paint Mfg. Co., Chi- 
cago, and vice-president of the 
National Paint Association, and 
George A. Martin, chairman of 
the board, The Sherwin-Williams 
Co. 

Howard W. Hock, president of 
the Hock Paint Co., presented 
Mr. Trigg with an engrossed 
leather book containing testi- 
monial letters from nearly 100 
leaders of the industry. William 
H. Jarden, president of Mce- 
Closkey Varnish Co., presented 
Mr. Trigg with a handsome 
grandfather’s clock. 
|’ Mr. Trigg started his career in 





the paint industry when he be- 
gan work as an office boy in 1892 
with E. C. Haines, a paint manu- 
facturers’ representative in Chi- 
cago. Subsequently he went to 
work for the Heath & Milligan 
Mfg. Co., becoming general sales 
manager of the company in 1902. 
He remained in that post until 
1908, when he moved to Phila- 





ERNEST T. TRIGG 


delphia to become general man- 
ager of John Lucas & Co. In 
1913 Mr. Trigg was elected vice- 
president of the Lucas company, 
and in 1922 was elected to the 
presidency. 

He resigned the presidency of 
the Lucas company on Dec. 1, 
1933, to accept the presidency of 
the National Paint, Varnish and 
Lacquer Association, with head- 
quarters at Washington, D. C. 
Since that time, Mr. Trigg has 
devoted his entire time to the 
service of the paint industry na- 
tionally and has established many 
new records for trade associa- 
tion work. 





Congoleum-Nairn, Inc., Kearny, 
N. J., manufacturers of linoleum 
and other smooth surface floor 
coverings was recently charged 
by the Federal Trade Commission 
with misrepresentation in adver- 
tising Nairn Treadlite Linoleum. 

This prompted the company to 
issue the following statement, 
“The complaint recently filed by 
the Federal Trade Commission 
against Congoleum-Nairn, Inc., 
appears to relate to certain ad- 
vertising phrases and claims pub- 
lished several years ago in con- 
nection with the introduction of 
a new product. The several ques- 
tions raised by the Commission 
| at that time were fully answered 
and it was believed that the 








Geiecetiien pay Statement 


Regarding Complaint of F. T. C. 


Commission was completely satis- 
fied as no complaint was then 
filed. 

“Manufacture of the product 
to which the complaint relates 
was discontinued some months 
ago because of war restrictions. 

“Truth in the advertising and 
promotion of its products has 
always been the steadfast policy 
of Congoleum-Nairn. The Com- 
pany of course will protect its 
own interests and those of its 
distributors and many dealers 
handling Congoleum-Nairn prod- 
ucts by a vigorous defense be- 
lieving confidently that a fair 
consideration of all the facts will 
fully vindicate the Company’s 
position.” 
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J. K. Beeson, sales vice-presi- 
dent of Pittsburgh Steel Com- 
pany, recently relinquished his 
civil duties to join the Army Air | 
Corps with the commission of | 
captain. Mr. Beeson has been as- 
sociated with Pittsburgh Steel | 
Company for the past 12 years | 
in both operating and sales ca- 


pacities. 

Jos. A. Voelker, formerly dis- 
trict sales manager for Pitts- | 
burgh Steel Company at New 
York, N. Y., has been appointed 
general manager of sales and is | 
stationed at Pittsburgh. W. F. 
Boore, whe has been connected 
with the company’s New York 
office for several years, has been | 
made acting district sales man- | 
ager for that office. 

L. A. Ver Bryck, who has been | 


Voelker Heads Sales For Pittsburgh Steel 


district sales manager for Pitt - 
burgh Steel Company at Pitts- 
burgh, Pa., has been made Wash- 
ington (D. C.) sales represen- 
tative. Jos. G. Smith has been 
made acting district sales man- 
ager of the company’s Pittsburgh 
district office and also continues 
his dsties as compliance coor- 


|dinator for the purchasing de- 


partment. 

A. S. Vandervoort, Jr... for 
many years district sales man- 
ager for Pittsburgh Steel Com- 
pany at Houston, Texas, is now 
‘ommissioned as a captain in the 
Army Air Corps. Paul R. King, 
who has been connected with the 
company’s Houston office for sev- 
eral years has been made acting 


| district sales manager for that 


| office. 


Watch for Stolen Tools! 


Theft of Important 
Lease-Lend War 


Wholesalers, mill supply deal- | in 
| gross, 142 lb. net 


ers, and hardware dealers can 
render their Government and the 
War effort a real service by be- | 
ing on the lookout for stolen | 
tools and reporting to HARDWARE | 
Ace any offer for sale of the | 
items listed below that they may | 
receive. 

This merchandise is important 
lease-lend material consigned to 
the British Government. It was 
stolen from a downtown west 
side New York waterfront pier 
some time ketween March 30 and 
July 7, 1942. 

There is a possibility that this 
merchandise may be offered for 
sale to hardware or mill supply 
dealers sooner or later. The 
stolen tools are described as fol- 
lows: 

One wooden case 15 in. x 914 
in. x 7% in., weighing 46 Ib. 
gross, 38% lb. net—marked: 

M 
Ss 
I 
BSC 8092 
B&H Ltd—38 

Case contained 2879 Helical 
Taper Pin Reamers; taper 4 
in. to foot; 5 flutes; length of 
flute, 1 11/16 in.; overall, 2 1638; |S 
in. Diameter: large me _ 1638; 
small end, .1287. Size, “0”. Each | 
reamer marked: cee T D| 





Co., Detroit, Mich—“0”. (Man- 
ufacturer—Cogsdill Twist Drill 
Co., Detroit, Mich.) 

One wooden case 28 in. x 12} 
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U. S. Government 
Tools Reported 


x ll in., weighing 160 Ib. 
marked: 

M 

S 

l 


BSC 4247 
D—LIA—343-W 
Case contained the following: 
36—No. 555-E Hercules HS TS 
Drills No. 1 Shk. 8 M/M 
Complete. 
660—No. 405-E-B Blue Diamond 
HS Jobbers’ Drills — 2.25 
M/M Complete. 
185—No. 405-E-B Blue Diamond 
HS Jobbers’ Drills — 5.75 
M/M Complete. 
451—No. 414—HS Comb Dr & 
C’Sinks—J-1 Complete. 
296—No. 414—HS Comb Dr & 
C’Sinks—N-1 Complete. 
9—No. 402-B Hercules HS TS 
3 Flu Drills—7/16 in. Com- 
plete. 
Each item marked: W & B in 
diamond; manufacturer: Whit- 
man & Barnes, Detroit, Mich. 
Generally, tools of this type 
can be purchased only on a very 
high priority from the manufac- 
turer. Therefore, any offer for 
sale that does not require this 
priority rating should be looked 


upon with suspicion. Dealers are | 
requested to report such an offer | 


to Harpware Ace, 100 E. 42nd 
St., New York, N. Y. Please send 
name and address of the com- 
pany making the offer. The in- 


formation will be turned over to | 


the proper railroad and govern- 
ment authorities for investiga- 
tion. 




















"*CHAMPION" 
SCREWDRIVERS 


“Champions” are widely known for 
their exceptional strength which re- 
sults from an exclusive construc- 
tion feature that positively prevents 
the blade from twisting loose in the 
handle. Offered in 5 styles (Regu- 
lar, Cabinet, Electrician, Machinist 
and Special). Blade lengths range 
from the 114” Special to 30” 
Machinist. 


CHISELS 


Made of special steel carefully tem- 
pered to hold an edge longer and 
to respond to repeated sharpenings. 
Socket Firmer, Pocket, Butt, Cabi- 
net and Framer types available. 
Standard blade widths from 1%” 
to 2”, 


HACK SAW FRAMES 


Line includes regular grip and pis- 
tol grip styles, all adjustable from 
8” to 12”. Frames are durahly con- 
structed and designed to hold a 
blade at proper tension for maxi- 
mum cutting efficiency. 

Write for Catalog 13 which illus- 
trates and describes the complete 
Union Hardware line of screw- 
drivers, chisels and hack saw 
frames; also gouges, miter boxes, 
nail pullers, tool handles and 
mallets, 


GUN IMPLEMENTS 


Catalog 8 lists a wide variety of 
efficient cleaning accessories for all 
shotguns, rifles and revolvers. Illus- 
trated right: No. 141B Rifle Clean- 
ing Rod and No. 246 Rifle Cleaning 
Brush. 






























BmEeVeEe . © © | 
HARDWARE COMPANY 


y. OFF ESTABLISHED (OS 


+ 


TORRINGTON. CONN. 


NEW YORK OFFICE 


SI CHAMGBERSY 


STREET 





35 





WILLIAM W. ANDERSON 


William Wybrants Anderson, 
59, for two years domestic sales 
manager of the Nicholson File 
Co., Providence, R. L, died on 
July 18 at the Homeopathic Hos- 
pital in that city, after a short 
illness. 


His affiliation with the Nichol- 


son File Co. began in Canada 





WILLIAM W. ANDERSON 


| chairman, is 


after the first World War and 
he had been with the firm in | 
Canada and the United States 


since. 

Born in Londonderry, lreland, 
Mr. Anderson entered the hard- 
ware Thomas Cook 
in that city and when he arrived 
in Canada in 1902, he continned 
in the hardware business. He be- 
came an employee of the Nichol- 
son File Co. at Port Hope, Ont.. 
and worked up to sales manager 
of the Canadian works, a 
he held for five before 
coming to Providence in 1940 to 
held at 
his death. He was also a director 
of the company. 

Politically active in Canada, 
Mr. Anderson was deputy reeve 


business of 


post 
years 


assume the position he 


and subsequently reeve of North 
York township in Ontario, politi- 
cal offices corresponding to as- 
sistant mayor and mayor. 

He is survived by his widow, 
Mrs. Lillian Anderson, 
daughter, Dora Anderson. 


and a 


HAROLD E. STIVER 


Harold E. Stiver, sales mana- 
ger of the Deming Co., Salem, 
Ohio, died early Friday morning, 
July 10, at the Cleveland Clinic, 
after several months’ illness. 

Mr. Stiver was born in Salem, 
Ohio, and spent his entire work- 
ing career with The Deming Co., 
starting as a stenographer for the 


sales and advertising depart- 
ments. 
Always keenly interested in 


advertising, Mr. Stiver was rap 
idly advanced to the position of 
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| Boyd, Jr., 


| that 





OBITUARIES 





advertising manager and later to 
sales manager, which position he 
| held until his death. He was also 
|a member of the board of di- 
, rectors of The Deming Co. 

the organization ten 
| years ago of the Electric Water 
System Council, Mr. Stiver has 
| served on the planning commit- 


| Since 


tee, assisting in outlining plans 


for increasing the interest in 
water systems in rural commu- 
rities. 


A. SHAPLEIGH BOYD 


A. Shapleigh Boyd, 72, assis- 
tant manager of the railway sup- 
ply department of the Shapleigh 
Hdwe Co., St. Louis, Mo., and 
employed by that firm for 52 
years, passed away recently of 
heart disease. 
Mr. Boyd, 

Alfred L. 


who was nephew 
Shapleigh, board 
survived by his 
A. Shapleigh 
and a brother, J. Will 


of 


widow, a_ son, 


Boyd. 


P. S. REDFORD 
Redford, 


P... & of 


director 





sales of The Silex Co., Hartford, | 
| Conn., passed away recently, af- 
ter an illness of several months. 
his 


Prior to association with 





P. S. REDFORD 


the Silex organization, Mr. Red- 
ford was the New York repre- 
sentative of the Western Glass 
Omaha, Neb. Previous to 
he was eastern sales man- 
ager of the Rogers Williams 
Co., Cleveland, Ohio, creative 
printers and from 1931 to 1934 
represented se veral premium 
firms. He was also at one time 


Co., 


sales manager for the Dunbar | program. 


| Ill., president of that city’s oldest 
| business firm in point of continu- 
| ous operation, the Thos. Conron 


| tice 


| omits 55 items which the Office 


| 





Glass Co. and the Fry Glass Co. | 


PHILIP D. BLOCK 
Philip D. Block, 71, one of 


the founders of Inland Steel Co., 





passed away June 30 in the 
Presbyterian Hospital in Chi- 
cago. He headed the company | 


for 22 years until April, 1941, at | 
which time he was elected chair- 
man of the executive committee 
of the company. 


HARVEY A. HIGGINS 


Harvey A. Higgins, 76, presi- | 
dent of the Standard Tool Co., | 
died recently at East Aurora, 


N. Y., where he was spending 
the summer. 

Mr. Higgins was one of the 
founders of the Standard Tool 
Co. and had served as chairman 
of the board since its organiza- 
tion. He was former director of 
the old Cleveland Mahoning 
Railroad and the old Blackstone 
Insurance Co. 

Surviving are his widow, Mrs. 
Martha Paine Higgins; a daugh- 
ter and two Harvey A. 
Higgins, Jr.. and Robert R. Hig- 


sons, 


gins, secretary-treasurer of the 
Standard Tool Co. 


THOMAS CONRON 


Thomas Conron, 85, prominent 
hardware merchant of Danville, 





Hdwe. Co., wholesale concern, 


SIMPLIFIED PRACTICE 
A revision of Simplified Prac- 
Recommendation R 6-40, 
Files and Rasps, has been ap- 
proved by the industry, according 
to an announcement of the Di- 
vision of Simplified Practice of | 
the National Bureau of Stand- 
ards. The revision lists 324 
American pattern files and rasps, 
or 14 per cent fewer sizes and 
styles than the 1940 edition. It 


of Production Management, in | 
its letter to the industry on Au- 
gust 6, 1941, requested be dis- 
continued for the duration of the 
emergency. 

The for the first | 
time, of important data on di- | 
mensions, cuts, and tolerances, it 
is believed, will greatly enhance 
the efficacy of the simplification 
Heretofore the recom- 
has listed only the 


inclusion, 





mendation 


passed away June 25, Mr. Conron 
had been ill for a month previous. 

Mr. Conron had been proprietor 
and owner of the hardware com- 





THOMAS CONRON 


pany for more than 50 years. He 
began his business career in 
Tolono at the age of 14 when he 
learned the tinner’s trade. He 
later was employed in the Fenton 
Hdwe. store in Danville and after 
two years there he became a 
partner in the Essex and Conron 
Hdwe. Co. In 1863 that parter- 
ship was dissolved and the pres- 
ent Conron company was organ- 
ized. 

At the time of his death, Mr. 
Conron was also chairman of the 
board of directors of the Palmer- 
American National Bank. He was 
treasurer of the Danville Public 
Library, a position he had held 
for the past 35 years. 

He is survived by his widow 
and two sons, Carl Conron of 
Brookline, Mass., and Thomas W. 
Conron who is vice-president of 
the company. 


ON FILES AND RASPS 


standard lengths of each type of 
file and rasp. The proposed re- 
vision supplements this with de- 
tailed dimensional standards cov- 
ering width, thickness, range of 
file teeth per inch, the number 
of rasp-teeth per row and rows 
per inch, and tolerances. The 
scope of the recommendation has 
been enlarged to cover straight- 
and curved-tooth milled files, and 
detailed standards for this type 
are also included. 

The revision will be identified 
as Simplified Practice Recom- 
mendation R6-42, Files and 
Rasps (American Pattern, and 
Straight- and Curved-tooth Mill- 
ed Files), and will be effective 
from June 30, 1942. Mimeo- 
graphed copies may be obtained 
free from the Division of Sim- 
plified Practice, National Bureau 
of Standards, Washington, D. C. 
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Have You Posted Ceiling Prices ? 


An important requirement of the General Maximum Price Regu- 
lation is that every dealer must post ceiling prices on cost-of- 
living commodities, as listed in the Regulation. In previous issues 
of HARDWARE AGE, we have published suggestions as to how 
hardware dealers may best accomplish this requirement. Here 
are a number of photographic suggestions offered by the Office 
of Emergency Management, that hardware dealers may fol- 
low. Prices in these photos are for illustration purposes only. 


d Pont Shovel 
Lawn Rake 
n Rake 

ass Rat 


Here a hardware dealer has posted 

his ceiling prices for shovels, garden 

and lawn rakes, by means of a large 

sign easily identifying the articles 

to which the sign refers and placed 
adjacent to them 










AUTOMATIC 
Waf F le lron 


CEILING PRICE 


#995 


STOCK N* X-000-0O 





On many individual art'- 

cles such as appliances 

show the ceiling price on 

a tag itself as in the 

above manner. This tells 

the entire story in one 
glance 





THE@HECHT CO. 


WASHINGTON, D. ¢ 








Another method of marking the ceil- 
ing price on the price tag: If you sell 
furniture or similar merchandise, it is 
sufficient to print or stamp the ceil- 
ing price right on the price tag. If 
sales are made from sample pieces 
on the floor and other stock is kept 
in the warehouse, it is permissible to 
show ceiling prices on the samples. 






















One sign may be used to show the 

ceiling price of goods of one price 

line where they are displayed on 

an island display, a table or similar 
type of display fixture. 










Ceiling Prices ¢ 
UYNIVERSA 
ENAMEL 
















Paint and similar items 
may best be identified as 
to ceiling prices by tack- 
ing a sign on the shelves 
displaying the merchan- 
dise. The signs should 
be large enough so as to 
be clearly legible and 
they must be placed at 
the point of sale 


Ceiling prices for your light bulbs may be posted on 


price tickets attached to the bins. 


The same type of 


price ticket is used that formerly contained just the 
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dealer's selling price 
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CEILINGS MAY BE RAISED IF 


SET BY SPECIAL PRICES 


New amendment to General Maximum Price 
Regulation permits retailers, wholesalers and 


manufacturers to adjust their own ceiling prices 


to levels prevailing prior to special sales. 


Retailers, wholesalers, and 


manufacturers who had 


normally low prices throughout | 


March as a result of special | 
merchandising deals or tempor- | 


ary ‘rice reduction may adjust 
their own selling prices at once 
prevailing prior to 
special sales. The authority for 
this is contained in Amendment 
No. 14 to the General Maximum 
Price Regulation, 
17, 1942. 
However, a retailer whose tem 
porary reduction was not based 
on a special deal provided by 
his supplier must apply to OPA 
under Section 18 (a) of the 
General Maximum Price Regu- 
lation for adjustment of his 
maximum price if his ceiling is 
abnormally low in relation to his 
competitors and causes him sub- 
stantial hardship. 
Specifically, the 
effective July 21, provides relief 
under the following conditions: 
(1) Any seller, other than a 
retailer, whose maximum price 
for a commodity is based on a 
special deal or other special price 
reduction limited to four months, 
may raise his maximum to the 
highest price at which he de- 
livered the commodity during the 
30 days immediately preceding 
the temporary reduction. 
(2) A retailer whose maximum 
price for a commodity is reduced 


to levels 


issued July 


amendment, 


as a result of a special deal 
which his supplier made avail- 
able to him may raise his maxi- 
mum to the highest price at 
which he delivered the commod- 
ity during the 30 days immedi- 
ately preceding the temporary 
reduction. 

“Special deal,” as used in the 
amendment, includes a temporary 
reduction — that is, one limited 
to four months—in the price 
charged to purchasers of the 
same class. Most commonly such 
reductions took the form of 
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“free” merchandise offered with} cluding all the terms thereof, the 


ab-| the sale of the same or other| class or classes of purchasers to 


‘ oF errr : 
merchandise, combinat‘on sales | which it was applicable, the dates 


it reduced prices, one-cent sales,| during which it was in effect, 
and special discounts designed to | and copies of price lists, adver- 
stimulate business during slack | tisements pertaining to such spe- 
seasons. | cial deal; 

As a check on actions taken by (c) In the case of a seller at 
sellers, the amendment requires | retail, a description of the special 
the seller to report any adjust- deal given to him by his supplier 
ment made by him within 10] including all the terms thereof, 
days to OPA, showing that the} the dates during which it was in 
adjustment falls within the limit-| effect and copies of price lists 
ations prescribed in the amend-| and trade announcements per 
ment. OPA reserves the right to} taining to such special deal. 
alter the adjusted price at any (d) In the case of a seller 





time. other than a seller at retail, de- 

Sellers who use this amend-| tailed evidence demonstrating 
ment to adjust their ceiling | that the special deal was to have 
prices must submit the following 
information to the nearest OPA 
reg‘onal office, or, if sales of the 


terminated on or before a date 
| not more than 123 days from the 


eee : date on which the special deal 
article involved are made in more 


than one region, then to the na- 
tional office in Washington: 

(a) The seller’s maximum | 
orice for the commodity prior to | 
the adjustment permitted by this} ‘f! A description of all prices 
section; | and terms of payment which the 

(b) A description of the spe-| seller has had in effect for the 


“al deal given by the seller in-| commodity since January 1, 1941. 


45,000 Electric Ranges 
Freed for Retail Sale 


(Washington Bureau 
of HARDWARE AGB) 


first became effective; 
(e) The 
price established by the seller 





adjusted maximum 


pursuant to this section; and 


| than $80 were not released but 
| must be held for defense housing 
or war agencies as required by 
the freeze of May 2. 

To qualify for a new electric 


All electric ranges in the hands 
f dealers as well as ranges hav- 
ng a factory sales value of $80 
ind over in the hands of distribu- 
tors and manufacturers, repre- 
senting a total of about 45,000 
were unfrozen on July 16 by 
WPB. They were thus released 
to the public upon certification 
as to need. This action was taken | beyond repair, or destroyed; or 
through amendment No. 1 to Sup- (b) that no other cooking 
plementary Limitation Order | equipment is available, that the 
L-23-b. ‘Some 25,000 ranges hav- | premises are wired for the instal- 
ing a factory sales value of less | lation of a range, and that elec- 


range, a person must certify to 
the dealer in writing either: 

(a) that a new domestic elec- 
tric range is required to replace 
one that is worn-out, damaged 





| AND WAR-TIME ORDERS 


| tric fac‘lities for range operation 
are installed. 

Ranges may also be used to 
fill orders for the Army, Navy, 
Maritime Commission or the War 
Shipping Administration, but it 1s 
believed that few if any of the 
ranges will be needed for such 
purposes, inasmuch as _ such 
agencies use commercial types 
not affected by the order. 

Orders bearing a_ preference 
rating of A-9 or higher granted 
prior to July 16, may be filled, 
but no additional preference rat- 
ings will be granted to consumers 
in view of the certification 
method established by the amend- 
ment for consumer purchase. 

Last year approximately 500,- 
000 electric ranges were manu- 
factured, or about 100,000 above 
normal production. Thus, the 
45,000 ranges being released to 
the public represent normally a 
little more than a month’s sup- 
ply. However, because of the 
restrictions placed on their sales. 
it is expected that the supply will 
last about six months. 


ASH HANDLES 
SIMPLIFIED PRACTICE 


The Division of Simplified 
Practice of the National Bureau 
of Standards has announced 
that Simplified Practice Recom- 
mendation R76-40, Ash Handles, 
has been reaffirmed without 
change by the standing commit 
tee of the Industry. 

The first edition of this rec- 
ommendation, adopted by a gen- 
eral conference of representa- 
tive manufacturers, distributors, 
and users, on August 19, 1927, 
established three grades of 
handles, known as XX, X and 
1. For greater clarity, the revis- 
ion of August 1, 1940, changed 
the designation of these grades 
to A, B, and C, respectively. In 
addition these basic grades were 
each subdivided to provide 
handles suitable for: (1) fork. 
rake, hoe, and kindred farm and 
garden tools; and (2) shovels, 
spades, and scoops. A _provis- 
ion covering stems — short 
handles used to make D handles 
definitions of 
blemishes are included. The 
weights of wood falling in each 


as well as 


grade are defined in terms of 





pounds per cubic foot. 
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Provisions under which pro- 
ducers, manufacturers, and 
wholesalers can apply directly 
to OPA for adjustment of their 
ceiling prices as established un- 
der the general maximum price 
regulation are contained in a 
recent amendment to the regu- 
lation. 


Amendment No. 10 rewrites | 


Section 18 of the general maxi- 
mum price regulation and_per- 
mits OPA to issue an order for 
adjustment of ceiling prices un- 
der the following three circum- 
stances: 

(1) For a retailer who shows 
that his maximum price is ab- 
normally low in relation to his 


competitors and causes him sub- | 
(This provi- | 


stantial hardship. 
sion contains no substantitive 
change from the original provi- 
sion in the regulation.) 

(2) For any seller other than 
a retailer who shows that (a) a 
maximum price is abnormally 
low in relation to his competi- 
tors and causes him substantial 
hardship, and (b) that the ad- 


PRICE APPEALS EASED 
FOR MFRS.—JOBBERS 


justed price will not cause or 
threaten to cause an increase in 
the level of retail prices. 

(3) For all sellers, including 
retailers, seeking relief on any 
other basis whose case is typical 
of other seller suffering similar 
hardship and for whom the} 
|granting of relief will not | 
jeopardize the purpose of the | 
| price regulation to eliminate the 
| danger of inflation. 
| Until now, the general regu- | 
| lation allowed applications for 
|adjustment of out-of-line prices 
; only by retailers. Wholesalers 
|and manufacturers suffering 
|hardship from out-of-line price 








| had to petition for relief. 

The amendment also permits | 
“any duly authorized officer” of | 
OPA to order adjustments in 
|ceiling prices. This opens the | 


way for further decentralization | 
| of the administration of the price | 
permitting — the | 
| Price Administrator to designate | 


|regulation by 


| regional officials to make ad- 
| justments in local cases. 
| 


Extension Given for Filing 


Cost-Of-Living Goods Prices 


In order to give retailers ample 
time to prepare and file with 
their local War Price and Ra- 
tioning Boards supplementary 
statements showing ceiling prices 
on cost-of-living 


after July 1, the dead-line for 
filing those statements has been 
extended from the first to the 
10th of each month. 

This extension contained in 
Amendment No. 11 to the Gen- 
eral Maximum Price Regulation 
in no way alters the basic re- 


OPA Warns Retailers 


Charges For Used Refrigerators 


Dealers who make customers 
rent secondhand refrigerators for 
a period before they can buy, 
and then charge them the ceil- 
ing price in addition, have been 
warned by OPA against such 
practices. OPA 
this practice to be a 
evasion of the price regulation 
covering secondhand 


features of this type of transac- 


tion have been consistently held 
by the courts to be a sale if the 
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commodities | 
offered for sale for the first time | 


officials hold | 


clear | 


refrigera- | 
tors, and add that “the essential | 


| quirements that retailers should | 
| have filed with their local War | 
| Price and Rationing Boards by | 
| July 1 a statement of their ceil- | 
ing prices on all cost-of-living | 
commodities in their stock. | 
| The supplementary statements 
| should be in the same form as 
the origina] statements but cover 
|only those commodities offered | 
| for sale for the first time after 
| July 1 and not listed in the July 
|1 statement of ceiling prices or 
in any later supplementary state- 
ment filed with rationing boards. | 





On Rental 


jrental is forced as a condition | 
of purchase.” 

At the same time it was ad- | 
vised that dealers who* may be | 
withdrawing stocks from sale in 
anticipation of a price increase, 
will have to absorb the costs in- 
curred by withholding inven- 
tories, since no increase in the 
price level established by Maxi- 
mum Price Regulation No. 139 
for all makes and models of 
used refrigerators is contem- 


| plated by OPA. 


} 








NEW Year-Round Uses 
for this Product 


FOR 
a, FIBER OR 
“I GRASS’ RUGS 











R CAR TOPS 


FOR 
DIMOUT 
SHADES 








also for CANOPIES, BEACH [* 
UMBRELLAS, CABANAS, 
CANVAS SHOES, BOAT 
SAILS, BINNACLE COVERS, 
VENETIAN BLIND TAPES, 
UNDERTAKER’S GRASS 
MATS, TENTS, TRUCK 
COVERS, LEGGINGS, GUN 
CASES, KNAPSACKS and 
Similar Types of Fabric, 
where a pliable, durable, 
canvas pgint or preserva- 
tive is desired. 
























Ni uses for Setfast Awning 
Paint are making it a year-round 
seller. We are helping it along 
with a big*Advertising Campaign 
which starts with a Half Page in 
Color in the August 29th Saturday 
Evening Post. There will be mil- 
lions of readers. The flood of 
consumer inquiries will be turned 
over to dealers, And results this 
Spring proved that Setfast In- 
quiries mean Sales. 

You have no idea how wide 
and varied are the uses of this 
product! How active the demand 
can be, every month in the year! 
For example, countless store 
owners keep their awnings up all 
Winter. They should be painted. 
In thousands of homes there are 
old, faded fiber rugs on which 
Setfast can be used. This also 
opens up a huge new year-round 
market. Many dealers are already 
selling Setfast for these purposes 
... are you? Setfast is proving 
ideal in Black and Dark Colors 
for converting Window Shades 
for Dim Out. And Setfast is a 
life-saver for the nation’s Canvas 
Auto Tops. These, and many 
other new.uses, will be played up 
in Setfast’s Big Nation-Wide Fall 
Advertising Campaign. Stock 
Setfast NOW. Cash in on this 
fast-moving, year-round specialty ! 


RETAIL PRICES 


RE 555.00 09 0.0. 4-0:meeu $ .50 
Setfast is wonderful for 
rahawinnaedasinddeueal ere - 85 
in your own store dis- SE a 6G aia 5049 suse 1.40 
plays — just spray it on! Gallon 5.00 


’ 

’ ‘ 
' ARIDYE CORP., Dept. G-82, Fair Lawn, N. J. ‘ 
H Send Swatch Folder and complete details on ‘ 
' Setfast Awning Paint. ' 
: BIND: sis nehuainnadiededinnielenausneesasaetebaessstes eer e ' 
H : 
; MII. cccsicsosasicerinoescitos ' 
’ 

: Jobber .... H 
’ ‘ 








While our first duty is to supply the 
needs of our armed forces, Myers Pumps 
and Water Systems are also vital on 
the home front. Because water under 
pressure is an important aid to 
stepping up farm production, pump- 
ing equipment is obtainable for 
farm installations. Dealers located 
in defense and war production 
areas have many opportunities 
for the sale of water systems 
for defense housing and for 
industrial uses, all of which 
carry a 
ence rating. 


ya eae 


favorable prefer- 
Also there's 


= pump maintenance work 


ay which can be made pro- 
fitable by the sale of re- 
pair and replacement 
parts. We suggest 
that you give every 
consideration to the 
profit making pos- 
sibilities of the 
simplified 
MYERS line of 


pumps for all 


Tak “18 your Hat 
‘i MYERS we 


PUMPS WATER SYSTEMS 


THE F. E. MYERS & BRO. CO. 


PUMPS ~. WATER SYSTEMS ~ SPRAYERS 





HAY UNLOADING TOOLS - DOOR HANGERS 
ASHLAND, OHIO 
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PRIORITIES 


AND WAR- TIME | 


MANILA CORDAGE SALE 
AND PROCESSING CUT 


Amended order M-36 reduces processing to 
37 per cent and sale and delivery to 41'4 


per cent. 


Further restrictions put on civilian 


uses — eliminated entirely for shipbuilding. 


The processing, sale, and de- 
livery of Manila cordage was cut 
almost in half in an 
order, M-36, issued July 4. Under 
the previous processing, 
sale, and Manila 
cordage was restricted to 70 per 
cent of the rate of processing, 
sale, and delivery in 1939. The 
recent amendment 


order, 
delivery of 


cuts process- 


| ing to 37 per cent and 41% per 


for sale and delivery. The 
rate for sale and delivery is 
slightly higher than the proces:- 
ing rate to enable cordage manu- 
facturers to dispose of some of 
their processed stock. 

Civilian uses of Manila cordage 
are restricted even more than in 
the previous order. For example, 
Manila cordage for shipbuilding 


cent 


| the use 


amended | 


of Manila cordage on 
cargo and passenger vessels. The 
amended order restricts such use 
to Manila cordage not less than 
444 in. in circumference. It is 
explained that if a Manila rope 
thinner than 4% in. can do the 


| job, then a rope made of a sub- 
stitute fiber, such as sisal, can be 


purposes was one of the permit- | 


ted usé; 


cordage may not be used for this | 


purpose at all. 
The previous order permitted 


PD-1A INQUIRY 
PROCEDURE EASED 


A new service for applicants 


| for’ priority assistance who use | 


individual PD-1A certificates has 
been announced by J. S. Knowl- 
son, Director of Industry Op- 
erations. 

If applicants will enclose with 
their application 
addressed post card, the case 
number assigned to their appli- 
cation will be stamped on the 
card, and it will be returned to 
them to facilitate 
subsequent inquiries with respect 
to the application. All inquiries 
concerning applications should 
be submitted in writing. 

In ordér to avoid unnecessary 
correspondence, 
requested not to make inquiries 
concerning their cases for two 
weeks after they have been re- 
ceived by WPA. This is the 
maximum time normally _re- 
quired to process an application, 
and usually the application will 
either be granted or denied in a 
shorter time. If there is a de- 


handling of 


applicants are | 


| 
| 
| 
| 
| 
| 


under the former order. | 
Under the amended order, Manila | 


used instead. This restriction 
does not apply to cordage put 
into process on or before July 4. 
Other permitted civilian uses 
are for Manila purse lines for 
use in commercial fishing 
Manila drilling cables, used in 
drilling oil wells, gas wells, and 
mines; Manila torpedo lines, 
used in handling explosives, and 
Manila shot lines, used in such 
things as breeches buoy. 
these 


Except for permitted 


uses, the entire production of 
Manila cordage is reserved for 
the Army, Navy, and Maritime 
Commission. 


lay beyond two weeks, or if for 
| any reason supplementary in- 
formation is submitted, use of 
the case number in_ corre- 
spondence will expedite handling 


| and assure a prompt reply. 


blank a self. | 


STIRRUP PUMP PARTS 
RESERVED FOR WAR USE 


Further 
manufacture of fire 
equipment were imposed July 11 
through the issuance of General 
Limitation Order No. L-39, as 
amended. The main new restric- 
tion applies to stirrup pumps. 

Manufacture of these pumps, 
or other parts, is forbidden ex- 
cept to fill purchase orders from 
the Army, Navy, Maritime Com- 
mission, War Shipping Adminis- 
tration, Defense Supplies Corp., 
or governments of Lend-Lease 
countries. 

Manufacturers may, however, 
assemble stirrup parts, containing 
no nonferrous metals, which were 
fabricated or semi-fabricated on 
or before July 11. 


restrictions on the 
protective 


HARDWARE AGE 














on 
The 
use 
than 
t is 
rope 
the 
sub- 
1 be 
tion 
put 
y 4. 
ses 
for 
1g; 

in 
and 
nes, 
and 
uch 


ted 
of 
for 
me 


for 
in- 





aT 

















MORE HARDWARE LINES HIT 
BY IRON AND S 


Conservation Order M-126 as amended adds a Supplemen- 
tary List A of items for which use of iron and steel is 
banned. Rubber also becoems a prohibited material. 
list C is added for Army, Navy, Maritime Commission orders. 


(Washington Bureau 


of HARDWARE AGE) 
The manufacture of an addi- 
tional long list of civilian 


articles has been prohibited by 
the War Production Board by 
an amendment of the Iron and 
Steel conservation Order, M-126. 
The amendment went into effect 
July 13, 1942, 

Manufacture of many of the 
articles specified in Supplemen- 


tary List A already has been 
stopped by Order M-21, which 
limits deliveries of iron and 


preference ratings of 
\-10 or higher. 

4 manufacturer of 
Supplementary List A 
30 days from July 13 to process 
iron or steel for these purposes, 
with a limit of 75 per cent of 
the average monthly weight of 
all metals processed by him in 


steel to 


items on 


is given 


1941. Assembly of these articles 
is permitted for an additional 
30 days. 

A new List C is added for 


Army, Navy, and Maritime Com- 
List 
C for these governmental agen- 
be manufactured with- 


j mission order. Articles on 


cies may 

out restriction, List A_ restric- 
tions to Army - Navy - Maritime 
contracts did not become ef- 
fective until Aug. 4 and Supple- 
mentary List A_ restrictions do 
not apply until 60 days from 
July 13. 


No other metal or rubber may 


be used to manufacture 


any | 


article, production of which is | 


topped by M-126. 
Appeals, as heretofore, 
be filed with the WPB 
office for the district: in 
the plant is located to which the 
appeal relates. A new form, 
PD-500 is provided for these ap- 
peals. Until PD-500 is available 
in field offices, the current form, 
PD-437, 


handling of 


must 


field 


be used, 


appeals, 


may 
formerly 


Final | 


which | 


located in New York City, has | 


been transferred to a new ap- 
peals branch in Washington. 


The following lists include only 
hardware store merchandise 


St PPLEMENTARY 


Barn pushers and 
Beach umbrellas 


LIST A 


scrapers 


Bread and cake boxes, house- 
hold 

Brushes and brush backs, e¢x- 
cept industrial 

Cake icing equipment 


Chamber pots 

Chicken house scrapers 

Coasters and trivets for 
and hot containers 

Curtain stretchers 


glass 


household 
but 


Dishwashing racks, 
Desk equipment, including 


Hand weeders 

Handles, broom and mop 

Harness and saddlery fittings, 
except for draft, work, and 


ranch animals and repair and | 


maintenance 
Heat resisting 

use 
Hitching posts 
Highway guard rail reflectors 


pads for kitchen 


Hoops, galvanized wire for 
flower gardep trim 
Ironing boards and stands 


Kaleidoscopes 


Key cases, chains and rings 


not limited to desk sets, pads, | 


fountain pen and _ pencil 
Stands, paper weights, letter 
openers, name plates 

Door mats 

Drapery and curtain fasteners 
and rings 

Fences, chain link, A-2 or high- 
er 

Fences, railings and _ barriers 
(except livestock and poultry 
enclosures for essential indus- 
trial use) 

Flatware, except cooking and 
eating utensils 

Floor scrapers, except power 
driven 


Floral tools and floral hoes 

Frames, clothes drying 

Fruit juice extractors, 
hold, except maintenance and 
repair 


house- 


Game and gambling devices 

Garbage grinders, household 

Garden trowels 

Garment hangers 

Gas toasters, household 

Glassware holders and 
(except on cooking utensils) 
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} 


trim | 


Lanterns, magic 

Lawn brooms 

Lawn edgers 

Lawn rakes 

Lawn rollers (except mainte 
nance and repair) 

Lawn tampers 

Lawn seeders 

Pet equipment, including but 
not limited to (except license 
tags) chains, collars, feeders, 
houses, leashes, muzzles, car- 
riers 

Pienic and outing boxes and 
accessories 

Play pens, boxes and enclos- 
ures, children’s 


Pitchers, except for hospital use 


refrigeration 
steel, 


Refrigerators and 
equipment of stainless 


except essential machinery 
parts 

Rolling pins 

Scenery and stage hardware 
equipment (except mainte- 


nance and repair) for drama- 
tic, theatrical and operatic 
use, except lamp bulbs, in- 


| Hose 





but not limited to 


cluding 


New 


battens, cables, lights, 
tors, stage drops. 


reflec | 
| 
| 


Shutters, window, except where 
required in industrial use by 
underwriters’ and for repair 


and maintenance 

Sidewalk scrapers } 

Siphon chargers 

Sleds, except runners | 

Sleighs, except runners 

Smokers’ accessories 

Sod lifters 

Spading forks, children's 

Sprinkling cans, garden 

Stairs and threshold — treads, 
house, institutional and com- 
mercial buildings, except for 
fire escape and essential in- 
dustrial use and repair and 
maintenance 

Sun dials 

Sun lamps and 


infra-red lamps, 


except for professional and 
hospital use, and except 
where lamps and_ reflectors 
are used for drying and bak- 
ing 
Transplanting trowels | 
Turf edgers 
Waste paper receptacles | 
Water troughs, except repair 
and maintenance 


Weather vanes 


Weed cutters and pullers, in- 
cluding dandelions, thistle 
and dock 


LIST C | 

Cooking stoves, commercial elec 
tric 

Flashlight tubes 
Reels 
Measuring pumps and dispen- 
for gasoline stations and 
garages, including but not 
limited to gasoline dispensing 


sers 


pumps, grease pumps, oil | 
pumps, kerosene pumps, air | 
pumps 
Paint spray outfits | 
Photographic accessories | 
Pie plates ° | 
: oa . | 

Tags, identification 
| 

Vacuum jugs and bottles over | 
1 qt., including insulated food | 

| 

| 


and liquid carriers 


Tool boxes 


Wheelbarrows 


Wire racks and baskets 
Work benches where wooden 
benches will not stand up | 


under ordinary use 


CAST-IRON SOIL PIPE 
THAT MAY BE SOLD 


The Plumbing and Heating 
Branch of the War Production 
Board has pointed out _ that 
standard, medium, and _ extra | 
heavy weights of cast-iron soil | 
pipe in stock June 1 may 
sold and installed without violat- 
ing the provisions of Schedule 
IV to Limitation Order L-42. 
This Schedule set up specifica- 


be 


tions for the manufacture of soil | 
pipes and fitting but imposed no | 





| 
TEEL BAN 





limitations on the use of pipe al- 
fabricated. 
emphasized, 


ready 

It was however, 
that no type of metal pipe should 
be used where pipe made of 
other materials is available. The 
Emergency Plumbing Standard 
for War Housing, calling for use 
of vitreous clay or concrete pipe 
in certain parts of the installa- 
tions, must be followed. Use of 
metal pipe is limited by these 
standards to the interior, plus a 
short length needed to bridge the 
gap from the building foundation 
to the outside drain. 


LAMP MAKERS MAY USE 
PRESENT INVENTORIES 


Manufacturers of portable 
lamps and lamp shades are per- 
mitted to use up their existing 


supplies of fabricated or semi- 


fabricated metal, metal parts, 
lamp cords, and silk by Amend- 
ment No. 3 to General Limita- 
tion Order L-33, issued — re- 
cently by the War Production 
Board. 


Such materials, however, must 
have been in fabricated or semi- 
fabricated form in the inventory 
of the manufacturer or his sup- 
plier prior to March 23, 1942. In 
addition, the use of lamp cords 
is governed by Copper Conserva- 


tion Order M-9-c, under which 
specific authorization by — the 
WPB is required. 

Under Amendment No. 1 to 
L-33, none of these materials 
could be used after May 31, 
1942. However, some manufac- 


turers still have sufficient inven- 
tories on hand to continue pro- 
duction at least until the middle 
of August. This new amend- 
ment is designed to help such 
manufacturers. 

A manufacturer may pro- 
duce in any quarter, lamps or 
shades at a rate greater than 60 


not 


per cent of his rate of produe- 


tion in 1940. 


APPLIANCE SECTION 
CHIEF NAMED BY OPA 
Thomas P. Kelly, Philadel- 
phia, has been appointed section 
chief of electrical appliances and 
cooking and heating stoves, in 
the durable goods branch of the 
Office of Price Administration. 
Mr. Kelly was formerly associ- 
ated with the 
Equipment Corp., Baltimore. 
Samuel Huntington, 
W. Va., will serve as special con- 
sultant on retail problems. For 
more than 20 years he has been 
Furni- 


Standard Gas 


Samson, 


a member of the Lewis 
ture Co. of Huntington, which 
operates a chain of retail stores 


in West Virginia and Ohio. 
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AKCADE 


HARDWARE & TOOLS 





Send For Our 
STOCK LIST 


: Of available items 


In order to serve cus- 
tomers to the best of our 
ability we suggest that 
you write for a_ stock 
list’ of the numbers on 
hand and those we are 
able to manufacture. 


We can furnish all items 
in the Arcade Hard- 
ware Line that have 
preference ratings. 


ARCADE MFG. CO. 
1201 Shawnee St. 
FREEPORT, ILLINOIS 








ATHLETIC EQUIPMENT 


ALL SPORTS 
Popularly Priced 
YOUR JOBBER CAN GIVE You 
COMPLETE INFORMATION.. 
- IF YOU DO NOT KNOW THE 


NAME OF THE JOBBER IN YOUR 
TERRITORY Wacte us Direct! 
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} , . ° 
endéavor in good faith to rent or 


| event no such office has been 
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100,000 Bicycles Will Be 


Made 


(Washington Bureau 
of HARDWARE AGE) 

Limitation Order L-52  regu- 
lating production of bicycles has | 
been amended recently to per- | 
mit the manufacture of approxi- | 
mately 100,000 Victory model 
bicycles between July 1 and Au- 
gust 31, 1942. This is at the rate 
of 32 per cent of bicycle pro- | 
duction in 1941 and a reduction 
from the 42 per cent production | 
of Victory models permitted from 
April 1 to June 30, 1942. No 
other model bicycles may be 
made. 

While the amendment permits 
bicycle production only until 
September 1, 1942, M. D. Moore, | 
Section Chief in the Consumers 


Up To Aug. 31 


| Durable Goods Branch, said that 
| the question of limited produc- 


tion after the cut-off date will 
receive further consideration be- 
fore the date arrives. 

The Victory model bicycle is 
a light weight model, weighing 
little more than half as much as 
a standard bicycle, in which 
chromium and other critical ma- 
terials are prohibited. 

Sale of all new bicycles is un- 
der the control of the Office of 
Price Administration, which has 
put into effect a ration plan (re- 
ported elsewhere in this sec- 
tion) by which new _ bicycles 
may be obtained only by defense 
workers who need them to get 


| to work. 


ODT Issues New Standards 


for Conservation of Trucks 


Revised standards for conser- | 
vation of trucks operated by con- | 
tract and private carriers in both 
local and over-the-road service 
have been set up in the new Gen- 
eral Order No. 17 issued by the 
Office of Defense Transportation. 

On and after September 1, con- 
tract and private carriers must 


lease a truck prior to its depar- 
ture from any point without a 
load. This will include register- 
ing any truck for which no load 
nas been obtained with a Joint 
Information Office and, in the 


established in the vicinity, mak- 
ing appropriate inquiries of other 
carriers. 

All truck operators will be 
divided into two main classifica- 
tions—common carriers and mo- 
tor carriers. Common carriers 
are these which hold themselves 
out to the general public to trans- 
port property for hire. Contract 
and private carriers, who cannot 
pick up loads for hire, are de- 
fined for purposes of conservation 
of equipment as motor carriers. 

Under General Order No. 17, 
contract and private carriers will 
be required to reduce their total 
mileage by at least 25 per cent 





as compared with the correspond- 
ing period last year. Certain ad- 
justments for increases or de- 
creases in business during the 
intervening period will be made. 

They also must eliminate all 
special deliveries, except to hos- 
pitals, and all call-backs. They 
also are prohibited from making 
more than one delivery a day to 
the same point from any one 
point of origin, except under cer- 
tain circumstances. 

Deliveries extending up to 25 
air miles beyond the boundries 
of a municipality or involving 
one-way trips up to 25 miles in 
length are defined by the orders 
as local deliveries. All others are 
over-the-road deliveries. 

As in Orders No. 3 Revised, 
all operators affected by Order 
No. 17 must: 

1. Eliminate wasteful operation 
and duplication of parallel ser- 
vices, and curtail schedules and 
services to the extent necessary 
to comply with the order. 

2. Limit the speed of trucks to 
40 miles an hour. 

3. Conserve and properly main- 
tain tires and equipment. 

4. Lease or rent their motor 
trucks whenever practicable or 
necessary to comply with order. 
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Hou-ing war workers through 
the repair and remodeling of ex- 
isting property are given new 
encouragement in a_ simplifying 
order recently by Na- 
tional Housing Administrator 
John B. Blandford, Jr. 

The order empowers qualified 
creditors or lenders to decide 
whether a proposed remodeling 
project is “war housing” and is 
thus exempt from the Regula- 
tion “W” credit restrictions es- 
tablished by the board of gov- 
Federal Re-erve 


issued 


ernors of the 
System. 

The ruling makes it unneces- 
sary to file an application with 
the Division of Defense Housing, 
now an integral part of the 
NHA, to obtain credit approval 
for war housing conversion or 
rehabilitation projects. Since 
the authenticity of war housing 
is now being determined by the 
War Production Board in con- 
nection with priorities on critical 
materials, Mr. Blandford  ex- 
plained that the duplicate ap- 
proval of NHA is being elimi- 
nated. 

Any creditor or 
qualifies as a _ registrant 
provisions of Regulation “W” is 
authorized to designate as “de- 
fense housing” any project as to 
which the registrant accept from 
the obligor a signed statement 
(Form NHA-38) and acting in 


lender who 
under 


good faith finds that: (A) the| 


applicant has obtained from the 
War Production Board a_pri- 
ority rating under Preference 
Rating Order No. P-55, or Pref- 


COMMERCIAL STANDARD 
FOR ENAMELED STEEL 
UTENSILS ADOPTED 


The American housewife can 
be assured of obtaining good 
quality enameled utensils if she 
articles bearing labels 
which guarantee compliance with 
a commercial standard just 


selects 


promulgated by the National 
Bureau of Standards, Depart- 
ment of Commerce, becoming 


effective September 30. 

The purpose of the commer- 
cial standard program of the 
Bureau of Standards is to bring 


about agreement between manu- | 


facturers and distributors of the 
products covered so that the 
label will serve as a guarantee 
of standard quality. This pro- 
gram is designed to protect the 
industry as well as to guaran- 


tee the purchaser a _ quality 
product. 

The new standard covering 
enameled utensils was worked 
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WPB to Approve War Housing Projects; 
Exempt from Regulation “W” 


erence Rating Order No. P-110, 
or a permit under Conservation 
Order L-41 to begin construc- 
tion, or (B) the proposed pro- 
ject satisfies the following con- 
ditions: 

The project must be located 
in a Defense Housing Critical 
Area (current lists of such areas 
can be obtained from the local 
FHA office) and within walking 
distance, not exceeding two 
miles, of (a) the war activities 
it is intended to serve or (b) 
adequate existing public trans- 
portation, the round-trip cost of 
which shall not exceed 40c on 
the cheapest available basis, and 
the running time of which shall 
not exceed two hours per round- 
trip. 

The project must either (a) 
additional 
commodations suitable for war 


provide living ac- 
workers, and preference in rent- 
ing or sale must be given war 
workers or (b) be es-ential to 
continued habitation. 

The simplified procedure for 
»btaining exemption to Regula- 
tion “W” will facilitate the 
securing of war housing loans 
for remodeling or rehabilitation 
purposes under Title I of the 
National Housing Act. Such 
loans may be secured from quali- 
fied private lending institutions 
for projects creating additional 
living accommodations for war 
workers in the designated criti- 
cal areas. 
and terms of as long as 7 years 
may be obtained under _ this 
phase of the FHA program. 


out in cooperation with the in- 
dustry as a part’ of the general 
standardization program. It is 
known as Commercial Standard 
CS100-42—“Multiple-Coated Por- 
celain Enameled Steel Utensils.” 
It lists the requirements for 
enameled utensils for cooking, 
household, food storage and hos- 
pital use, including specific limi- 
tations on impact resistance, acid 
resistance, resistance to thermal 
shock, requirements and_toler- 
ances for capacity, dimensions 
and thickness of base metals. 

Detailed test methods are in- 
| cluded for determining com- 
pliance with the standard, and 
requirements are given for the 


wording of a label to be used 
by manufacturers and distribu- 
tors guaranteeing compliance. 


Copies of Commercial Stand- 
ard CS100-42 may be obtained 
| from the Superintendent of 
| Documents, Washington, D. C., 
| 


at five cents each. 


| 


Amounts up to $5,000 | 





THE 


EXTRA VALUE OI 


at no extra cost! 


Pol-mer-ik Linseed Oil is 100% linseed oil, 
10 per cent of which has been polymerized. 
The polymerized oil adds definite qualities 
and values which make the paint brush out 
and level better and produces a better gloss, 
better appearance and a more durable, 
longer-lasting film. It is doubly important 
that during the war emergency, both paint 
materials and labor be conserved by length- 
ening the life of the paint job by using 
Pol-mer-ik Linseed Oil. 


ARCHER-DANIELS-MIDLAND COMPANY 
Roanoke Building, Minneapolis, Minn. 


HA42H 


Please send me the story of Pol-mer-ik Linseed Oil 
in Cans. | want more profits in my linseed oil selling. 


Name 





Address 














PRIORITIES 


AND WAR -TIME 


Construction Order Allows 
Home Painting, Decorating 


The National Paint, Varnish & 
Lacquer Association, Washington, 
D. C., points out that home own- 
ers, tenants, landlords, and deal- 
ers in painting and redecorating 
materials have been in many in- 
confused and may be 
their mutual disad- 


stances 


vantage by some hasty and un- | 


official briefings of the WPB’s 
recent interpretation of Conserv- 
ation Order L-41, creating the 
belief that repainting had been 
hanned. On the contrary, the 
actual ruling, in its first line, 
states clearly that “repainting 


and redecorating without specific 
authorization are permitted under 
the terms of the 
Order L-41 when they 
‘maintenance’ or ‘repair.’ ” 

This WPB ruling, in effect, 


implemented an earlier statement 


Conservation 
constitute 


of Karl Borders, Director of 
Rents Division, OPA, which 
made clear that landlords in 


areas controlled by the Maximum 
Rent Regulation are expected to 
do the 
maintenance work, including cus- 
repainting of 
occupied by their tenants, and 
that should they refuse to do so, 


customary repair and 


tomary premises 


WATER SYSTEM INDUSTRY 
COUNCIL FORMED BY WPB 


Formation of a Domestic Water 
Systems & Irrigation Pump In- 
dustry Advisory Committee has 
been announced by T. 
Shore, chief of the Bureau of 
Industry Advisory Committegs, 
WPB. William R. Tracy, chief, | 
Farm Machinery and Equipment 
Branch, has been named govern- 
ment presiding officer. Members 


Spencer 


are: 

E. F. Brown, vice-president, 
Snow Irrigation Supply Co., Los 
Angeles, Calif.; W. M. Bryant. 
Bryant Pump Co., Hutchinson, 
Kan.; G. R. Deming, The Dem- 
ing Co., Salem, Ohio; E. E. 
Eickmeyer, Dayton Pump & Mfg. 
Co., Dayton, Ohio; R. L. Harner, 
Everite Pump & Mfg. Co., Inc., 
Lancaster, Pa.; Robert 


OPA may order a decrease in 


the maximum rent 


lowable. 


In specifically stating that re- 
painting and redecorating with- 
out 


specific authorization 


are | 


otherwise al- | 


delivery to the armed services or | Farm Machinery and Equipment 
Maritime Commission. This ac- | Branch, has been named govern- 


tion was embodied in amendment 
No. 3 to Limitation Order L-13-a 
on metal office furniture 
equipment. 


This amendment terminates the 


50 per cent quota arrangement 
| previously in effect and pro- 
hibits the placement of new 


permitted under the terms of 
Conservation Order L-41 for | 
maintenance and repair pur- 


poses, WPB stated that in draw- 
the order, 
for ordinary 
repair work to 
structure to a 
without a 
design, and also that changes in 
material or equipment 
are permitted if the architectural 
or structural plan is not 
-tantially altered in effecting the 


ing allowances 


made 


were 
maintenance 

return the 
working 


and 
sound 
condition change of 
type or 


sub- 


change. The ruling was qualified | 


by a statement that 
repainting or redecorating either 
hy the landlord or tenant 
dictated merely by the change in 
taste was not contemplated under 
the order, and that it should be 
kept in mind that the intent of 


unnecessary 


the 


the order is to limit maintenance 
and repair to that which is abso- 
lutely necessary to keep a struc- 
ture in sound working condition 
or to restore it to that condition. 


Pomona, Calif.; R. Lewis, man- 
ager, general dealer sales, Fair- 


shelving orders except where the 
Director of Industry Operations 
authorizes them. 


LIVESTOCK EQUIP. MFRS. 
ADVISORY COMMITTEE 
FORMED 
Formation of a Livestock 
Equipment Manufacturers Indus- 
try Advisory Committee has been 


| cubator 
| George C. 


announced by T. Spencer Shore, | 


chief, Bureau of industry Ad- 
visory Committees, War Produe- 


Board. William R. Tracy, 


and | 


ment presiding officer. Committee 
members are: 

Ben H. Anderson, Ben H. An- 
derson Mfg. Co., Madison, Wis.; 
L. J. Brower, Brower Mfg. Co., 
Quincey, Ill.; C. E. Butler, The 


Galloway Co., Inc., Waterloo, 
lowa; Zur W. Craine, Craine, 


| Inc., Norwich, N. Y.; A. R. Hill, 


The Buckeye Incubator Co., 
Springfield, Ohio; R. C. Hudson, 


| H. D. Hudson Mfg. Co., Chicago, 


Ill.; H. B. Megram, Starline, 
Inc., Harvard, Hl.; T. W. Mer 
ritt, Babson Bros. Co., Chicago, 
Ill.; S. H. Smith, The Smith In- 
Corp., Bucyrus, Ohio: 
Stoddard, DeLaval 
Separator Co.. New York, N. Y.; 
W. A. Zaloudek, Oakes Mfg. Co., 
Tipton, Ind., and J. B. Clay, 
Clay Equipment Corp., Cedar 
Falls, Towa. 


Frozen Materials Freed 
For War Production 


Critical materials now frozen | Commission, and certain other 
in idle inventories have been | Government agencies. In addi- 


freed for vital war production by 


| fined, may be 


the recent Priorities Regulation 
No. 13. In effect this regulation 
sets up new and uniform rules 
governing the sale of idle inven- 
tories of certain kinds and re- | 


moves such specified sales from 


| the ‘existing regulations which 
affect the normal flow of ma- 
terials. 


banks, Morse & Co.. Chicago, 
Ill.; Henry F. Miller, general | 
sales manager, Goulds Pumps, 


| Inc., Seneca Falls, N. Y.; John 


| manufacturers to 
Hula, | ders 


C. Myers, president, The F. E. 
Myers & Bros. Co., Ashland, 
Ohio; David V. Steward, presi- 
dent, Columbian Pump Co., Co- 
Ohio, and B. N. 


Stamm-Scheele, 


lumbiana, 
Sweeney, Ine.. 
Rayne, La. 


PRODUCTION 


An example of the new pro- 


| cedure is afforded by the case of 


a domestic refrigerator manufac- 


turer who had on hand a large | 


stock of copper tubing when pro- 


hibition of any further refrigera- 


| terial 


tor production became effective. 


| By the terms of Limitation Order 


the critical 
made 


L-5-c, transfer of 
could not be 


ma- 


| official approval, obtainable only 


OF METAL | 


SHELVING FOR CIVILIAN | 


USES STOPPED 


In order to prevent the manu- | 
| seller would not even be re- 


facturer of metal shelving for 


after application to WPB, had 
Effective July 7, 
such a sale can be made with- 
out formalities of any kind. The 


been secured. 


any but the most important pur- | quired to make a report of it. 


WPB has ordered 
accept no or- 


specifically 


the 


poses, 


except those 


vice-president, Clayton Mark & authorized by the Director of In- 


Co., Evanston, IIL; 


Donald C. 
McKenna, Pomona Pump 


Co.. 


44 


dustry Operations. Authorizations 


will be issued only for 


direct | 





Reserved for specified  pur- 


| chasers is “War Material,” con- 


sisting of 150 materials listed in 
Schedule “A” to the regulation. 


tion, sales of war material, as de- 


made to persons 


| who qualify by belonging to a 


class listed in Schedule “A” as 
being eligible to receive it. 

In general, authorized 
in addition to those specified 


agencies “up- 


sales, 


Government are 
stream” sales to distributors or 
manufacturers, or by manufac- 
turing users to producers of raw 
materials. 


Sales of less than $100 may 
be made to anyone. Materials 
| not listed on Schedule “A,” may 


until 


be purchased by anyone author- 
ized by existing regulations to 
receive and make specified uses 
of them. siieasas 

TIRE SELLERS MUST 

REPORT ALL STOCKS 

Tire sellers have been called 
upon by Price Administrator 
Henderson to report their inven- 
tories of all serviceable tires, 
new, used, retreaded and _ re- 
capped, as of June 30. The in- 
ventory figures are to be filed 
with local War Price and Ra- 
tioning Boards on forms which 
mailed to dealers. 


have been 


This material now may be sold | Reports of the same kind must 
to the Armed Services, Maritime | be filed quarterly hereafter. 
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The OLD FAITHFUL line SELL the 

contains a RIGHT crayon 

for every industrial use. COMPLETE LINE 
of - 


OLD FAITHFUL 


INDUSTRIAL 
CRAYONS 


Send for Free Folder 
on entire industrial cray- 
on line, uses and your sales 


opportunities. 


THE AMERICAN CRAYON COMPANY 
Dept. HA-8 Est. 1835 Sandusky, Ohio 





Help Your Customers 


KEEP THEIR 
FLASHLIGHTS FIT 


To help conserve America’s 
materials, help preserve your 
customers’ flashlights. Supply 
them with Ray-O-Vac LEAK- 
PROOF Batteries—the bat- 
teries that protect against cor- 
rosion, keep flashlights in 1-A 
condition. 


RAY-O-VAC COMPANY 


Madison, Wisconsin 




















“NEVER SAW AN AD 
PULL SUCH RESULTS!” 


Hardware Age, 
100 E. 42nd St., 
New York, N. Y. 


Gentlemen: 


You had better “call off the dogs” and not run our 
Want Ad again. We have received so many applica- 
tions as a result of it that we have had to put on an 
extra clerk to do nothing but read them. 

Frankly, I never saw an ad pull such results. 


Yours very truly, 
Signed—General Sales Manager 
This letter from a nationally known hardware corporation is 
proof that H.A. Classified Ads bring sure results. For Help 
Wanted, Sales Representatives Wanted, Accounts Wanted, Posi- 


tions Wanted, Business Opportunities, etc., send your ad with 
remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
100 E. 42nd Street, New York, N. Y. 
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COLYMBIAN VISES jeep 


STANLEY HARDWARE 
For Rolling or Sliding Doors 


3 SIZES 
FIT ALL 
DOORS 








ROLLER BEARING 
WHEELS AND BALL 
BEARING SWIVEL 








“HOLD-FAST” 
CLAMPS 


The “Hold-Fast” Clamp consists of a 
clamping plate with bolt and nut, which 
fits into the track bracket. Tightening 
of the nut causes ends of clamping plate 
to press down on the track insuring a 
rigid, perfectly aligned surface for the 
trolley wheels. Any number of sections can be joined to- 
gether into one continuous piece of non-rattling track, 
allowing the wheels to roll smoothly and noiselessly. The 
Stanley Works, New Britain, Connecticut. 


[STANLEY] 


TRADE MARK 


CAREFREE 








HARDWARE FOR pooRs 


THE BEST MADE 


*Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland, O. 














WET. DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 







Makes Columbian Rope 
more flexible 


Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 
rope — your 


customers do 
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New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


“Formica” Kick and 
Push Plates 


Maker claims these have all the 
typical advantages of a plastic finish- 
ing material: colors have depth, plates 


/ Ree 4 
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are non-porous, and do not absorb 
stains, or react chemically with any 
ordinary liquid, colors remaining un- 
changed during years of use. Material 
is non-metallic and said not to chip or 
crack under sharp impact. Plates % 
of an inch thick; edges beveled and 
there are counter sunk screw holes. 
Standard plates in four colors, dark 
brown, light brown, grey and oyster 
shell. The Formica Insulation Co., 
4614 Spring Grove Ave., Cincinnati, 
Ohio. 


Waterproofing Liquid 
“Evercrete” a transparent liquid 
which is said to penetrate through old 
or new, inside or outside surface of 
concrete, brick, stucco, cement, stone, 
plaster, asbestos, mortar, etc., and to 
waterproof, dustpreof, crumbleproof, 
weatherproof, and crackproof those 
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materials. Maker claims that when 
“Evercrete” is applied. it penetrates 
deeply, fills the pores, and becomes 
part of the floor or wall. Can be ap- 
plied to surface damp or dry. Also 
claimed to eliminate hot spots in walls 
and floors and to be a binder for sur- 
faces that are to be painted. Requires 
no mixing and comes ready for imme- 
diate use. One gallon said to cover 
from 200 to 400 sq. ft., depending on 
porosity. Put up in one, two, five, 30 
and 55-gal. containers, to retail at 
$2.75, $2.75, $2.65, $2.55, and $2.50 
per gallon respectively. Evercrete 
Corp., 19 W. 44th St., New York City. 


Roller Bearing 
Rolling Pins 


“Chef” has solid roller bearing on 
the inner end of the handle, extending 
into the barrel. Both handles anchored 
by tenonted dowel extending through 
barrel of the pin. Enameled handles 
furnished in green and mandarin red. 
Barrels marked plain are sanded 
smooth; those marked luster have 
highly polished hard wax finish. Han- 
dies marked natural have tough var- 





nish high glos: finish. Barrel length 
10 in.; overall length, 18 in. Made in 
barrel sizes ranging from 2% in to 
3 in. Artwood Products Co., Morris- 
ville, Vt. 


Rubber Conservation 


The Goodyear Tire & Rubber Co., 
Akron, Ohio, has issued a manual on 
conservation of equipment such as 
hose, transmission and conveyor belts, 
V-belts and similar items.  Illustra- 
tions show the “right” and “wrong” 
methods of handling and using the 
various products discussed in manual. 


“Waist-Hi”’ Outdoor 
Cooking Unit 


Comes in two models. Model P-2, 
illustrated, portable, which is a com- 
plete unit with ashpit, door, and stand- 








ard with round base and swivel top: 
Model S-1, the Standard model, in- 
cludes stove, ashpit, with door and 
standard with cement lugs for perma- 
nent installation. Cooking surface of 
both models is 10% by 25% in. When 
grill plates are turned back (opened) 
the broiling can be done with a wire 
broiler over the open fire and dishes 
can be kept hot on the plate as shown 
in the illustration. Wire broilers with 
long handle for the “Waist-Hi” stoves 
and a 24-in. roasting spit complete with 
clamps can be supplied as_ extras. 
Model P-2 retails for $22.75 and Model 
S-1 for $18.75. Litchfield Mfg Co., 
Litchfield, Mich. 
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Protective Hand Cream 


Forms a non-greasy film which maker 
states protects hands against garden 
dirt, housework dirt, grease, paint, ink, 
etc. Cream said to be neutral, leaning 
neither to excessive acid nor alkali. 
One application is said to stay on three 


BRECK 
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PROTECTIVE HAND CREAM 
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or four hours. Cream has 
fragrance. Suggested retail selling 
price of one-half pound jar, $1.00. John 
H. Breck, Inc., Springfield, Mass. 


pleasant 


Oil Heat Conversion 


“Convert-O-Grate” makes it po sible 
to convert gun-type oil burner into a 
coal burner. According to manufac- 
turer, also permits burning either oil 
or coal and a switch to either fuel in 
eight minutes’ time. Burns pea 
and uses oil burner blower for draft. 


coal 


Thermostat still regulates furnace. May 
be installed for as little as $29.50 in 
certain types of furnaces, complete with 
ash removal tools (small additional 
charge for demountable coal bin, if 
desired). Anchor Post Fence Co., 
Heating Division, Eastern Ave. and 
Kane St., Baltimore, Md. 


Rubborioas Coffee Brewer 


“Royal” coffee 
stripped of rubber, operates with an 
exclusive “ground glass seal.” When the 


brewer, completely 


upper glass is set upon the decanter, 
putting two ground glass surfaces in 
contact, a practical seal is created, 
maker states. The filtering is accom- 
plished by the glass filter rod. Fittings 
are Mahogany-tone “Bakelite.” Circular 
mailed on request by Cory Glass Coffee 
Brewer Co., 325 N. Wells St., Chicago, 


Ill. 





Chamois Used in 
New Type Sponge 


Tamms Silica Co., 228 N. LaSalle 
St., Chicago, IL, has announced a new 
type “sponge,” made of small pieces of 
No. 1 quality chamois sewed into a 
maker states, holds 
without dripping. 


which, 
water, 


cluster 
plenty of 





Chami-Sponge,” it 
then 
chamois. 


Known as “Topsy 
can be used wet as a 
wrung dry and used as a 
Tamms also announces the design of a 
Mesh Wool Sponge, made from  sec- 
tions of natural wool 
securely enclosed in a soft absorbent 
net. Both products are made in two 
sizes for professional and general use. 


sponge 


select sponges 


RIVETLESS SOCKET 
Scoopns & Coal Shovels 


Another Exclusive ““Ames” Improvement 























2—Less chance of handle breakage. 

3—Easy to rehandle. 

4—Handle securely fastened ‘to shovel by a 
rivet at frog. 

5—Lower end of handle covered with metal 
cap which protects handle. 


Furnished in All Grades 
POST HOLE DIGGERS 


a 
AMES 
Since 
1774 
- AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


lei AMES”’ PRODUCTS 


SHOVELS... SPADES 
SCOOPS... FORKS 
HOES... RAKES 





PARKERSBURG, W. VA. ° NORTH EASTON, MASS. 
a Eeeeeneneell 
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Display Ideas Booklet alloy steels 


By Dennison conserve nickel, chromium, vanadium, 

A new “Display Ideas” booklet is etc., for the duration. To make these 
being offered free to retail merchants new alloys quickly available Ryerson 
by the Dennison Mfg. Co., Framing- has planned a representative stock of 
ham, Mass. It contains timely crépe hot rolled rounds in sizes ranging from 
paper window plans for the various 4% to 7 in. in diameter and in six dif- 


ferent analysis. Heretofore, these new 
not been available for ex- 
perimentation and it has been difficult 
to secure even small lots necessary for 
determining the suitability of the steels 
Now manufacturers 
can get small lots for treating and test- 
ing in specific application. This method 
proper selection of steels, 
ordered confidently 





seasons and sets forth many new and Composition Refrigerator 


unusual suggestions for developing more “Victory” models have composite con 
interesting and effective window trims. struction involving a minimum of criti- 

Hardware dealers who would like a cal war materials. The outer covering— 
copy of this booklet should address top, sides and back—is of 3/16-in. 
their requests direct to the company. Masonite with white Vitalene finish. 


The interior 


National Emergency the same material. Insulation is com- 
posed of fiber glass or ghass wool. Door 

Alloy Steels cover and base are of wood. Inside bot- 
Joseph T. Ryerson & Son, Inc., 16th tom of the deluxe models is in acid- 
and Rockwell Sts., Chicago, Ill., has resisting porcelain enamel; other 
announced the addition of the new NE models in baked enamel. These refrig- 
(National Emergency) alloy steels to erators offer modern styling. With the 
its warehouse stocks. These new “lean” exception of the chromium-plated hard- 










a 






Limited stocks of the famous Miami Steel Bath- 
room Cabinets and Accessories are available, as 
long as they last, for repair jobs, replacements 
and new, essential housing. Further production 
of steel cabinets will be confined, for the duration, 
to the requirements of essential marine needs. 










Regardless of your customers’ cabinet require- 
ments, you may recommend MIAMI with every 
assurance that the Miami reputation for fine 
craftsmanship and originality will be upheld; that 
Miami will continue to represent the most ad- 
vanced ideas in the bathroom cabinet field. Write 
today for full information. a a a 
Address Dept. HA. ZS Gees See 


, recessed and projec 
tion type tumbler holders, 
soap dishes, towel bars, ete 





MIAMI CABINET 


THE PHILIP CAREY MEG. COMPANY 





DIVISION 


MIDDLETOWN 
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steels have 


for an application. 


will assure 
which can then be 
in production quantities. 


MMEDIATE 
CHIEMENT 






have been established by 
the metallurgical staff of WPB to help 


top, sides and back—is of 










No. 403 
For houses costing from $3500 
to $5000 Equipped with 
Colonial light bracket. Com- 
pletely wired at factory. 


TY » Sq e DY 
























ware, the entire exterior is in high gloss 
finish white. Food capacities of the dif- 
ferent sized models vary from 2.7 cu. 








ft. to 5 cu. ft. and rated ice capacities 
vary from 75 to 160 Ib. Ice Cooling 
Appliance Corp., 6611 Euclid Ave., 
Cleveland, Ohio. 


New Pattern Cutlery 


“Riviera” pattern with jasperite han- 
dles of lipstick red, maize and white. 
Comes in sets of 18, 26, 32 and 34 
pieces. Set of 32 pieces with service 





for six includes knives, forks, teaspoons, 
serving spoons, salad forks, butter knife 
and sugar shell. All sets packed in at- 
tractive display boxes. Landers, Frary 
& Clark, New Britain, Conn. 


Ant Killer 


Liquid ant food which ants feed on. 
Can be served in bottle caps, or on 
small pieces of cardboard, and can be 
placed near ice boxes, pantry shelves, 
or wherever ants are seen. Manufac- 
turer states that ants will feed on this 
liquid for two or three minutes and 
then disappear into their nests to die; 
live ants will feed on the dead ones in 
the nest, because the dead ants are 
filled with this liquid which they like. 
Jones Products Co., 2437 W. Fond du 
Lac Ave., Milwaukee, Wis. 
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“Dry-Tab” Package 
Sealer 


Has “Dry-Tab” patented feature by 
which tape is pulled out to desired 
length; then cut with flip of cutter 
bar, this entire operation being per- 
formed without getting fingers sticky, 


HE W. W. Conde Hardware 
Co., Watertown, N. Y., supports 
the drives of civic and charitable or- 
ganizations in the community by 
making one of its show windows 
available for institutional displays 
featuring the work of these groups. 
The displays installed have been de- 
cidedly helpful to these organiza- 
tions in their community drives and 
this policy has built good will for 
Conde’s, also. 
One of the assets of the hardware 





Conde Aids Local Organizations 
With Community Windows 


stressed the importance of this com- 
munity undertaking. Names and 
addresses of all junk dealers were 
listed on posters in the trim. An- 
other equally successful community 
window was the display of prize flow- 
ers grown by local amateur garden- 
ers and flower enthusiasts. 

Each organization is given a free 
hand in developing its display. How- 
ever, the Conde display man is avail- 
able for consultation and suggestions 
if the groups desire such help. 














manufacturer claims. Said to be fast 
and economical and result in cleaner, 
neater packages. Uses ordinary tape “4 
in. to 14 in. widths in the model illus- 
trated. Sealer has no gears, levers, or 
knives to be sharpened. Dry-Tab Pack- 
age Sealer Co., Inc., 4614 Prospect 


Ave., Cleveland, Ohio. 


Toy All-Wood Farm 


“Judy’s Farm”—items are all made ol 


wood. Includes a big red barn which 
children can assemble themselves and 
10 sections of wooden fences with 
grooves in the fence posts to allow for 
an extension of fencing. Twenty extra 
fence rails are included. 
the corner posts of the barn provide a 


means for anchoring the fence to the 


Grooves in 





figures, 


are 27 wooden 


barn. There 
including two each of the following: 
cow, horse, ‘pig, sheep, dog, cat, turkey, 
goose, duck, chicken, one each of the 
farmer, wife, boy, girl, car, truck, trac- 
tor. The figures range from 4 in. to 
2 in. in height and from 5/16 to % in. 
in thickness. They are colored, scaled 
to size, and each figure stands on its 
own feet. Suggested retail selling 
price, $1.00. The Judy Co., 101 Third 
Ave., N. Minneapolis, Minn. 
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CORRUGATED FASTENERS fixing up... are orders of the day! And Acme 
are used to repair furniture, Tack-Point Corrugated Fasteners meet this cur- 
screens, cabinets and other ‘ ‘ 
wooden articles. Easy to use, they rent requirement. Put an Acme Fastener Dis- 
assure stronger joints easier and ' . ‘ : 
faster. With their long beveled points play Box up in front to work for Uncle Sam 
and sharp cutting edges they pene- and for you. If you now have Acme display 
trate but do not crush the wood f ‘ . 
| Shoes. cartons without the red, white and blue RE- 


In the recent local defense organ- 
ization drive, Conde’s installed a 
trim which featured a large map of 


firm is its excellent location in the 
very heart of the city. Its windows 
are valuable selling mediums and 


when institutional displays of the Watertown showing air interceptor 
civic or charitable organizations are units. location of air raid wardens 
installed they receive plenty of atten- and other air raid data. It was of 
tion. Displays by these groups are keen interest to every resident of 


the community and crowds thronged 
about the display. Many came into 
the store to buy materials for the 
protection of their homes. The local 
defense drive was greatly aided at 
the same time. 

Churches, schools, social organiza- 


usually allowed to occupy a window 
for one week. 

During a Boy Scout drive, the 
local organization was invited to in- 
stall a display showing its various 
Exhibitions of woodcraft 
and scout training were put on in 
the window from time to time by 


activities. 


tions and other community agencies 


various members. have all had the use of one of 
A “Clean-Up Watertown” drive Conde’s windows at one time or an- 
brought forth a Conde window which other. 

















Here's a red-hot idea . . . geared right to 
the times! This message on your display boxes 
of Acme Corrugated Wood Joint Fasteners 
will remind your customers of one important 
way to aid the Victory effort. Repairing . . . 


ACME TACK-POINT 


Driven with a hammer, Acme fas- 
teners are easily and quickly applied. 
Every home owner, cabinet maker, 
carpenter and woodworking hobbyist 
is a prospect for this inexpensive 
Victory item. Insist on genuine 
ACME STEEL wood joint fasteners. 


PAIR labels, let 
know the number of 


us 


labels you need. 














ACME STEEL COMPANY, 2098 ArcHER AVE., CHICAGO, ILL 


Branches and Sales Offices in Principal Cities 
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Kraft paper — Major reduc- 
tions from current manufacturers’ and 
distributors’ prices for kraft papers and 
certain kraft bag papers are effected 
by an OPA order. The action rolls 
back manufacturers’ prices on thee 
commodities approximately 25 cents a 
hundredweight to the levels existing 
Oct. 1 to 15 last. 


* e * 


Pulpwood—A regulation estab- 
lishing much lower prices than current 
market rates for pulpwood will be is- 
sued soon by the OPA in order to pro- 
tect the price ceilings on the products 
produced from it-—-such as woodpulp 
and newsprint — Price Administrator 
Henderson announced July 21. Prices 
for peeled spruce and other species of 
pulpwood have been steadily advancing 
so that the cost to producers of wood- 
pulp has risen about 25 per cent. 


* 7 * 


Separate price on Zerone— 
Establishment of a separate maximum 
retail price of $1 a gallon for Dupont’s 
Zerone, as well as certain other changes 
in the marketing requirements for othet 
types of anti-freeze, were announced by 
O. P. A. recently. 


t * + 


Paint brushes, ete.—Wovoster 
Brush Company issued to the trade a 
new June price list on “wartime 
brushes,” on which the company offers 
good deliveries on orders bearing pri- 
ority rating of A-10 or better. Brushes 
in the new line are manufactured in 
accordance with W. P. B. bristle regu- 
lation order No. M-51—-the majority of 
them containing 55 per cent pure bristle 
and 45 per cent horsehair. The company 
has issued a comparative listing of old 
numbers discontinued by war regula- 
tions, together with the nearest similar 
wartime substitute now available. The 
company’s June price list makes no 
changes in the prices which were effec- 
tive in March, except that on some of 


50 


the items newly added a lowering of 
prices has been made because of dif- 
ferences in construction. 


a” x - 


Parker-Kalon simplication— 
Parker-Kalon Corp., complying with 
W. P. B.’s program for the simplifica- 
tion of lines, announces the discontinu- 
ance of a number of sizes of forged 
steel wing nuts and thumb screws, and 
several sizes and head styles of self- 
tapping sheet metal screws. Prices are 
unchanged on the items remaining, all 
of which comply with ceiling regula- 
tions. Type U Drive Screws, sizes 00 to 
6 will regularly be supplied in plain 
steel, instead of brass-plated finish. 


* a . 


Substitute products —In an 
Illinois sponsored assembly, for exhi- 
bition purposes, of substitute materials 
developed by American industry during 
the war, are several interesting “pros- 
pects” or experiments. Among these 
are wood bearings. The wood is im- 
pregnated with a special formula of 
oils. Also of wood are dockers, tool 
boxes, filing cabinet-, stirrups and _ bi- 
cycles. Stone has been developed for 
washtubs and window weights. Glass 
can be substituted for brass in kick- 
plates. Plastic waste can be used as 
raw material in petroleum and chemical 
plants. Clay is being ued_ success- 
fully with steel jackets in stoves for 
the army. A leading glass concern is 
sponsoring a stove with glass oven 
doors, top, panels, lining and _back- 
board. The glass is tempered plate, ex- 
cept the lining, which is tempered 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 38 











vitrolite. The glass can take a twist of 
27 degrees, compared with seven by 
ordinary glass. This special glass also 
is usable around hot furnaces, for 
shelving in tabulating and adding ma- 
chines, for washing machine tops and 
for balustrades. A Terra Cotta manu- 
facturer is experimenting with stoves, 
highway signs, and sewer grease traps 
of terra cotta. 
* ” * 

O. P. A. bulletins—A chart 
depicting the effect of price control 
limiting price advances in various 
groups of commodities during the 33 
months from August, 1939, to April, 








Declines 


Kraft papers. Some Kraft bag papers. 








1942, has been released by O. P. 

In the case of metals and metal prod- 
ucts, 92 per cent of which were under 
O. P. A. controls on April 18, 1942, 
the chart shows that price increases 
were held to 12 per cent over the 33 
months. In sharp contrast, farm prod- 
ucts, only 4 per cent controlled by last 
April, rose about 72 per cent during 


the same period. Storekeepers, whole- 


salers and manufacturers who had ab- 
normally low prices throughout March 
as a result of special merchandising 
deals or temporary price reductions, 
have been given relief by an amend- 
ment to price regulation, adjustment 
of their ceiling prices to their highest 
price ruling in the 30 days preceding 
the temporary reduction. Also to give 
retailers ample time to prepare and 
file with their local war price boards 
supplementary statements showing ceil- 
ing prices on cost-of-living commodi- 
ties offered for sale for the first time 
after July 1, the deadline for filing these 
statements has been extended to the 
tenth of each month, instead of the first. 
ua nd + 


Mid-year mail order catalogs 
In the new Sears and Ward catalogs 
appear signs that Sears is removing 
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scarce merchandise frem its mail ordet 
book (probably in favor of its store 
selling) more rapidly than Ward’s is 
doing. For example, there are included 
in Ward’s fall and winter offerings, but 
not in Sears, the following electrical 
and other items: Coffee makers, corn 
poppers, curling irons, fans, food .chop- 
pers, grinders, hair clippers, hair dry- 
ers, heaters, irons, motors, paint spray- 
ers, radios (AC), roa:ters, toasters, 
and waffle irons. On the other hand, 
Sears catalogs, but Ward does not, the 
following: Garden ho-e (one grade), 
bathtubs (on priority order), binocu- 
lars, camp cots, day beds, innerspring 
mattresses, septic tanks (steel). In all, 
Sears catalog lists 103 items and lines 
no longer available by mail. Ward’s war 
“casualties” amount to about 50 items 
or lines. In both issues, new additions 
in the apparel and textile sections have 
more than offset the omission of such 
lines as electric refrigerators, steel roof- 
ing, fence posts, beds, kitchen cabinets, 
washing machines, vacuum cleaners, 
lawn mowers, and aluminum, rubber 


and tin goods. 
= ~ . 


Linseed oil output—The Cen- 
sus Bureau reported, July 23, that the 
total linseed oil production in the sec- 
ond quarter of 1942 totaled 214,015,000 
lb. This was in comparison with 183,- 
309,000 Ib. in the same quarter of last 
year and an average of 110,240,000 Ib. 
in the second quarter of the preceding 
three years. 

* & + 


Industrial indices—-In the July 
18 week, electric power production 
which rose to the highest level on rec- 
ord, totaled 3,565,367.000 kilowatt hours. 








Paragon Products Given 
Price Advance Permission 


OPA has granted permission to the 
Paragon Products Corp., Oshkosh, 
Wis., and Paragon Wax Refining 
Inc., San Francisco, to sell their 
products slightly in excess of the 
maximum prices established in Re- 
vised Price Schedule No. 42. The 
Paragon Products Corp. was au- 
thorized to increase its prices one- 
half a cent per pound and Paragon 
Wax Refining was given permission 
to increase its price one cent per 
pound. Price Administrator Leon 
Henderson stated that because of 
smaller production and the cost of 
transportation of crude scale wax to 
their plants these concerns cannot 
manufacture fully refined wax as 
cheaply as the majority of manu- 
facturers. He said that the increase 
in price will not cause a rise in the 
retail price of goods which contain 
paraffin wax purchased from the 
Paragon companies as most of the 
purchasers can absorb the increase. 
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ANOTHER RB & W BUSINESS-BUILDER... 


Empire Cold Punched Nuts are in 
great demand today by the Army, 
Navy and Maritime Commission. 
Orders placed for this product invar- 
iably carry high priority ratings. Ex- 
tending these high ratings to us in 
re-ordering Cold Punched Nuts for 
your own stock will insure quickest 
possible delivery. 


R B & W’s large one-purpose nut 
plant at Coraopolis, Pa., is now op- 
erating day and night. Its tremen- 
dous productive capacity — greatest 
in the world — assures your custom- 
ers that their needs will be filled. 
Your cooperation in obtaining and 
extending highest available ratings 
is the first requirement for prompt 
delivery. 


TO BUILD STRENGTH 


INTO YOUR BUSINESS 





RB & W's 
BUSINESS-BUILDING 
PROGRAM 
FOR DISTRIBUTORS 


1, Product Suggestions — 


2. 





broadening your war-time sales 
opportunities. 


National Advertising — 
building your future market for 
R B & W products. 


Information Service — 
answering your war-time sales 
and priority questions. 































































Red Circle 
SHANKS 


Make any saw better. Uni- 
form quality. Good clear- 
ance. Accurate fit, proper 
temper and spring. A good 
item tosell the portable mill. 


SIMONDS 


Profit-Building Line of Cutting Tools 


BlueTip BITS 


They hold their edges, without 
crumbling, in the toughest logs. 
Specially tempered for extra tough- 
ness ... and they cut higher-grade 
lumber. Packaged ready to ship. 






Simonds Sawand Steel Co.,Fitchburg,Mass. 
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SALES OF 1423 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


June, 1942 Comparisons 








SUMMARY 
is June °42 June "42 c a oes 
Vo. Stores vs. vs. June ’42 June ’4l Vay *42 
June ’4l Vay 42 
Total 1,423 +4 3 $9,451,408 $9,055,799 $9,748,511 


First six months, 1942, showed 20 per cent gain over 1941. 
1942—$62,451,520; 1941—$51,870,218 








Per cent Change Dollar Sales 
Vumber June °42 June °42 
of firms US. vs. 
States by Regions reporting June’4l May 42 June “42 
Vew England 72 + 4 -12 704,038 
Maine 7 +12 2 65.246 
Vermont and N. H. 9 1 19 200,015 
Massachusetts 38 + 2 12 288,337 
Rhode Island 6 17 11 16,070 
Connecticut . 
Viddle Atlantic 144 +14 6 1,176,417 
Pennsylvania 144 1.14 6 1,176,417 
East North Central $27 +- 4 4 2,787,109 
Ohio 118 + 9 2 868,697 
Indiana 62 +-10 - 4 350,068 
Illinois 110 5 8 699,107 
Michigan 4 14 l 5 331,467 
Wisconsin G3 3 2 537,770 
West North Central 199 + ] 3 773,939 
lowa 61 8 6 276,352 
Missouri 18 + ] -9 204,265 
Nebraska 10 +30 + 6 122,793 
Kansas 50 l 1. 2 170,529 
South Atlantic 52 l 1] 275,875 
South Carolina Bl 3 7 77,364 
Georgia 22 + ¢ 19 110,346 
Florida 19 2 - ] 88,165 
East South Central 14 2 —]] 83,585 
Alabama 14 2 -1] 83.585 
West South Central lll 1 4 -§ 618.290 
Arkansas 19 +37 7 117.440 
Oklahoma 35 l -2 144,154 
Texas ‘ 57 l -§ 356,696 
Vountain 110 2 + 6 862,448 
Montana 28 10 + 8 221,630 
Idaho 21 l + 4 144,952 
Wyoming , 
Colorado 32 +33 + 4 183.892 
New Mexico 7 
Arizona 10 7 -7 164,792 
Utah . 
Nevada ° 
Pacific 294 3 +- 2 2,169,707 
Washington 15 22 - tf 343,749 
Oregon 33 3 + 6 359,228 
California 216 ] + 2 1,466,730 
Chicago, Ill. 25 +}] -7 87,464 
Los Angeles, Calif. 24 ll — 6 123,946 
Portland, Ore. 10 155 + ] 19,584 
San Francisco, Cal. 24 +35 +10 142,308 
Seattle, Wash. 14 +63 l 56,881 








* Note while stores in these states are included in grand total, figures for 
these states are not shown on this chart because of insufficient data. For states 
marked # the change was less than 6.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce 
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compared with 3,199,105,000 a year ago. 
Freight cars loaded by the railroads 
showed a decline of 4.7 per cent from 
a year ago, in the July 18 week, total- 
ing 857,067 cars. Total loadings for the 
year through July 18, were 23,526,051 
cars, a gain of 5.18 per cent over the 
corresponding 1941 period. 


a a * 


Retail trade—Undeniably, re- 
tail trade is moving at a slower pace 
Dun & Bradstreet estimating a _pres- 
ent decline of 3 to 6 per cent from 
this same 1941 week. Store traffic was 
generally lighter, although stores re- 
cently inaugurating night openings re- 
ported an increase. Clearance sales did 
not show the usual “life.” In a num- 
ber of instances, stores were taking 
more than their usual markdown. Mer- 
chants in the smaller cities as a rule 
are showing better sales comparisons 
than those in the larger centers or 
cities. In the wholesale markets buy- 
ing was described as cautious. Depart- 
ment stores dollar sales in July 18 week 
were 5 per cent above the same 1941 
week, according to the Federal Reserve 
System. Mail order sales reports for 
June included a 12 per cent decline 
for Sears, and 8.3 per cent for Ward’s, 
from the year-ago month. Contributing 
factors are—the probable earlier con- 
sumer overbuying, through speculation 
or fear—the competition of war bond 
purchases—the stabilizing of prices 
and the shortage of varied lines of mer- 
chandise. 

bod a a 

Devoe & Raynolds sales— 
The recently issued semi-annual report 
of Devoe & Raynolds Co., Inc., New 
York City, showed net sales for the 
first six months of 1942 totaled $8,880,- 
131, as compared with $7,759,186 in 
the same period last year. 

a mF om 

G. E. orders—General Elec- 
tric Co. announced recently that orders 
received during the second quarter of 
1942 totaled $566,250,000 compared with 
$263,760,000 in the same period last 
year. Orders received for the six months 
ended June 30 were $865,370,000, com- 
pared with $521,140,000 in the same 
period of 1941, which was an increase 
of 66 per cent. 


a % xt 


Construction awards — All 
previous construction records were 
broken in June, according to F. W. 
Dodge Corp., New York City. Building 
and engineering contracts awarded last 
month in the 37 eastern states amount- 
ed to $1,190,264,000. This was nearly 
57 per cent more than the dollar volume 
of August, 1941, $760,233,000, the pre- 
vious all-time high. Comparisons of 
these two record months indicate rough- 


AUGUST 6, 1942 
















































SMALL MOTORS ON PATROL — 


pa by, Ly ° / Kealwaye 


Shipments of war material must have the “green light.” 
Roadbeds need inspection and maintenance — bridges, 
railheads, and war shipments must be protected against 
saboteurs, wear and tear. So old-fashioned handcars and 
maintenance equipment give way to modern railroad 
machinery, much of which is powered by Briggs & Stratton 
4-cycle, air-cooled gasoline motors. These sturdy, easy- 
starting motors can always be depended on to do their 
part in protecting and maintaining vital rail lines! 


Users are urged to check their motors at 
regular intervals to insure top performance 
and longer life. If parts or service are 
needed, go to your dealer or an Authorized 
Briggs & Stratton Service Station. 


Briggs & Stratton motors, from 24 to 6 
h.p., are “drafted” for the duration — and 
are available only to those whose equip- 
ment is serving the war program — or for 
“essential” civilian uses. If your products 
fall in these classes we will try to serve you. 


BRIGGS& STRATTON CORP., Milwaukee, Wis., U.S.A. 
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THERE’S 
Ne Better 


TURPENTINE 
Than Sealed 


- 
NEWPORT 





we WPOR) mOUS TRIES, mK 





The purchase of Newport Steam 
Distilled Wood Turpentine by millions 
of professional painters and home 
owners bespeaks marked preference. 


A comparison of other paint jobs 
with the long-lasting paint jobs where 
Newport Turpentine was used . . . dur- 
ing the past two decades . . . proves 
the definite superiority of Newport. 


Newport is the choice of reputable 
paint manufacturers who test all in- 
gredients, and then select Newport. 
There's no better turpentine than New- 
port in the eye-appealing, fast-selling, 
green, black and white package. 


WATERS” “waite 
CRYSTA 


PURE 


T TURPENTINE 
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ly the impact of the war on the con- 
struction program: industrial building 
contracts last month were double the 
dollar volume of last August; heavy en- 
gineering construction nearly doubled: 
other than 


non-residential building, 


commercial and industrial work, in- 
creased three-fold. On the other hand. 
commercial building contracts _ last 
month were a third less in dollar vol- 
ume than in August of last year, and 
residential building was down 20 per 
cent. Last month’s total was a little 


more than double that of June, 1941. 


cd a - 


Living costs—The Department 
of Labor reported that living costs in 
large cities advanced 0.4 per cent be- 
tween June 2 and June 15, with prices 
of unregulated goods, largely represent- 
ed by foods, 


period while prices of controlled goods 


up 1.2 per cent in the 
declined 0.1 per cent. Costs as of 
June 15 were 11.3 per cent higher than 
on the same date a year earlier. The 
Associated Press wholesale price index 
of 35 commodities for July 25 stood at 
98.62 per cent of the 
a month ago the percentage was 97.83, 


1926 average 
and a year ago 90.36. 
oe * a 


and _ prices— 
United 


Crop yields 


Large crops of grain in the 


States this year are indicated by report 
of the Department of Agriculture. Pro- 
duction of wheat is estimated at 904,- 
288,000 bushels, compared with 868,- 
049,000 bushels indicated a month ago, 
and 945,937,000 bushels harvested last 
year. Corn production is indicated at 


2,627,823,000 bushels, compared with 
2.672,541,000 bushels harvested last 
year, and an vats crop of 1,303,114,000 
bushels is expected against 1,252,380,- 
000 bushels estimated a month ago and 
1,176,107,000 harvested last 
year. Record rice and barley crops are 
in sight and rye and oats show great 
increases. Most fruit yields are good, 
with cherries some 22 per cent higher 
ago. American farmers’ 


bushels 


than a year 
wartime harvests this summer may be 
their most valuable in more than two 
decades, even topping those of 1929. 
A combination of good prices, high 
compared with some seasons, and the 
prospective bumper crops will make 
this possible. Grain prices generally are 
near the highest levels since 1937, ex- 
cept for a brief period earlier this year. 
The Department of Agriculture reports 
farm wages at the highest level in 22 
years, while the labor supply available 
for production of war crops is the 
smallest in history. According to a 
special report on July 1, farmers were 
paying hired help more than double the 
1910-14 average wage. 





Plays Up the Stay-at-Home Idea 





The whitewashed knotty pine picket fence background of this window suggests 


a backyard. The sign. 


“Entertaining on an ‘A’ Card,” 


ties in with the prob- 


lems of the man who has an “A” gas rationing card. Further it tries to sell 
the idea that it is more patriotic to stay home thus saving gas and preserving 


tires. 


Wood salad bowls, colored beverage sets, punch bowls, cake sets. 


juicers and mixers, soda mixers, glass dishes, etc., were shown in this window 

of The Heyman Hardware Co., Danbury, Conn., Willy Schulz, display man- 

ager. The background was a bluish purple and the shelf was painted light 
blue, excepting the posts which were white. 
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‘Women in Industry 


(Continued from page 15) 


comprises this great number of 
women in industry, who are so 
vital to the future of the retail 
hardware trade, let’s check at the 
North American Aviation Com- 
pany plant at Inglewood, Calif. 
Women have been drawn into the 
aviation industry from all walks 
of life. There are former sports 
champions, waitresses, artists, in- 
terior decorators, operetta singers 
and no end of Hollywood movie 
extras. Miss Jerry Holden, pic- 
tured here, comes from a_ well- 
known Santa Monica family. Sev- 
eral years in West Coast theatrical 
stock companies and even as a 
Hollywood “bit player” did not 
stop her from becoming a_ first 
class riveter, with a man’s size pay 
check coming to her every week. 

The majority of these women 
are unmarried, although the North 
American Aviation Co. is ziving 
preference to women whose hus- 
bands are in the armed forces of 
the United States. The woman 
holding perhaps the most unique 
job of all is Elfie Hendricks who 
operates an engraving machine at 
the Inglewood plant. She is be- 
lieved to be the only woman who 
operates one of these intricate and 
difficult devices. 


Words That Hurt 


| Pigs though a business man 
definitely knows that his com- 
petitor is a crook or a chiseler, it is 
the part of wisdom for him to keep 
quiet about it. In a recent libel case 
the court said: “Any written words 
are libelous which impeach the 
credit of any merchant or trader by 
imputing to him insolvency or even 
embarrassment, whether present or 
future, or which impute to him dis- 
honesty in the conduct of his busi- 
ness or which in any other manner 
are prejudicial to him in the way of 
his employment or trade.” 

Libel consists of defamatory mat- 
ter expressed in writing or otherwise 
addressed to the eye. Slander con- 
sists of defamation by spoken word. 

Ordinarily the courts consider that 
libel is more damaging than slander 
because the written or printed defa- 
mation is usually more enduring 
than the spoken word. 
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BUMPER CROP SEEN BY GREAT WESTERN SUGAR COMPANY 
AS PRODUCTION IS PUSHED WITH AID OF Gg3 GLOVES 


A banner year for beet-sugar is predicted as beet states of America push production 
to a new high. After the Fall harvest, mountains of sugar beets will pass through 
the washers and cutters and from their sugar-laden juices will emerge the pure white 
sacked sugar. Boss Gloves will help. An especially popular style with field worker and 
factory hand alike is Boss “Walloper” 643—famous white flannel all-purpose glove. 





RAW SUGAR in crystallizer on way to centrifugal 
machines in Billings, Montana, factory of Great 
Western Sugar Co. Attendant is wearing Boss 
“Walloper” 643 with blue double-knit wrist. 





THE BOSS MANUFACTURING COMPANY 
KEWANEE, ILLINOIS, U.S. A. 


FOR OVER 50 YEARS, Boss has provided 
gloves for every need of America at work. 
Every glove gets’ okay of the Boss Bureau 
of Standards (below). . . . See your jobber! 











The Dean’s Page 


ARDWARE men 
work long hours and have little 
On the farm I will 
use my surplus time in reading 


time to read. 


papers, magazines and books. On 
this page I will digest bits of in- 
formation that strike me as un- 
usual or interesting. 

In reading Western papers, even 
those of larger cities, | note that 
there is very little world news and 
even that little is given seant com- 
ment. Very important articles 
also are overlooked. Most of their 
news is of a local character. They 
know their business. They, no 
doubt, give their readers what 
they want. 
this page if I briefly comment on 
some of the unusual things I read 


So it seems to me on 


it may be of service, to some of 
Way busy hardware readers. 
-) ) a 


Ignorant of Events 


I regret that often in chatting 
with hardware clerks I have 
found them woefully ignorant of 
common current events. Many of 
them devote too large a share of 
their time to reading sports and 
listening to radio programs that 
are of questionable educational 
value. The papers recently have 
commented on the number of 
young men turned down in army 
tests for actual illiteracy. This 
may be one of the results of the 
Machine Age. A man working 
at a machine for long hours does 
not care to read much. He finds 


By SAUNDERS NORVELL 





° SAUNDERS NORVELL 


listening to the radio easier. This 
condition soon has a very dele- 
terious effect on his mind. 

It goes without question, I be- 
lieve. that our great daily papers 
have a much higher class of in- 
tellect and more dependable in- 
formation in their writers on all 
subjects than the musically sup- 
ported radio talkers. Personally, 
I find most radio programs not 
worth listening to and their music 
actually painful. 

An intelligent hardware clerk 
in a small town once asked me 
what course of reading I would 
recommend. 


Covers Every Phase 


| suggested he subscribe to the 
New York Times, Sunday edition, 
and read it through carefully all 
week. No one could buy a better 
educational course than this. This 
Sunday edition 
phase of contemporary life. If 
a person with a fairly good brain 
should read the Sunday Times for 
one year he could hold his own 


covers every 


as a well informed person in any 
company. 

Any young man of even aver- 
age intelligence must know that 
almost every man who has become 
eminent in any calling has been 
a great reader. I have just read 
the life of Abraham Lincoln by 
the Dutch writer Emil Ludwig. 
It is a remarkable book. I wonder 
at how Ludwig must have labored 
gathering his facts before he even 
started the labor of writing. When 
you finish this book you under- 
stand Lincoln. What stands out 
are the obstacles he overcame in 
his patient slow climb to great- 
Lincoln was a voracious 
reader. He read everything that 
came his way. I myself feel that 
the best thing I can do to help 
make the younger generation 
happy is to help instil in them a 
desire to read and especially to 
read the lives of the world’s 
great men. 


ness. 


A Keen Observer 


Another great American reader 
was Benjamin Franklin. He not 
only read but he wrote. No one 
should miss his autobiography. 
He also was an exceedingly keen 
observer. Returning from En- 
gland by sailing ship, the changes 
from cold to warm water in the 
ocean meant nothing to any one 
else on board, but to him it meant 
the great Gulf Stream and its ef- 
fect on currents and temperatures. 
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By L. W. MOFFETT 


Washington Representative 


of Hardware Age 


BEGINNING JULY 1, every re- 
tailer, wholesaler, jobber, distributer, 
and manufacturer was required to have 
available in his place of business for 
public inspection a statement showing 
the highest prices he charged during 
the March base pricing period for ar- 
ticles or services for which the General 
Maximum Price Regulation set a ceil- 
ing. It was required that the statement 
also show customary 
counts and other 
However, where a person other 
one selling at retail claims that he 
would suffer “substantial injury” 
making such a statement public he 
may file it with the nearest district o1 
state OPA office. 

xk * 

THE CONSUMER SERVICE 
maximum price regulations, rounds out 
the three-point program of universal 
price ceilings announced April 28 by 
OPA. 

In the first step ceilings were applied 
on May 11 at manufacturing and whole- 
sale levels to goods and services not 


allowances, dis 
differentials. 
than 


price 


from 


previously covered by maximum price 
regulation. 

In the second step, ceilings were ex- 
tended to cover sales of goods at retail. 

The pattern is now complete with the 
application of price ceilings to the 
great majority of retail 
most common examples of which are 
the family laundry, dry cleaning, 


services, the 


shoe 


repairing, automobile repairing, and 
various household repair jobs. 
xk kk 
WPB HAS ADDED INDUS- 


TRIAL FILES to the list of hand 
service tools covered in the provisions 
of General Preference Order E-6, issued 
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June 12. The order limits the type of 
steel which may be used in producing 
hand service tools. The order also lim 
its the orders which producers of such 
tools may fill. 

x * * 

THE AMERICAN HOUSEWIFE 
may be assured of obtaining good qual- 
ity enameled utensils if she selects ar- 
ticles bearing labels which guarantee 
compliance with a commercial standard 
just promulgated by the Bureau of 
Standards, Washington. The 
will become effective Sept. 30. 

The new standard was worked out in 
cooperation with the industry as a part 
of the general standardization program. 
It is known as Commercial Standard 
CS5100-42 — “Multiple-Coated Porcelain 
Enameled Steel Utensils.” It lists the 
requirements for enameled utensils for 
cooking, household, food storage and 
hospital use, including specific limita- 
tions on impact 
sistance, resistance to thermal 
requirements and tolerances for ca- 
pacity, dimensions and thickness of 
base metals. 

Copies of Commercial Standard 
CS100-42 may be obtained from the 
Superintendent of Documents, Wash- 
ington, D. C., at 5 cents each. 

om. & 

WPB has announced that, in coop- 
eration with the RFC, it will shortly 
inaugurate a nation-wide campaign to 
acquire, at prices that represent fair 
and just compensation, the stocks of 
Manila cordage now frozen in the hands 
of their owners by General Preference 
Order M-36. 

It is estimated that there are in the 
possession of approximately 40,000 re- 
tailers and wholesalers some 10,000,000 
lb. of this rope, all of which is needed 


standard 


resistance, acid re- 


shock, 






A popular buy-word 
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HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 





National Manufacturing 
Company 
STERLING « - + ILLINOIS 

















1. Better combustion saves fuel, vital 
in these days. 


2. Lights quickly, stove- 


performance. 


improving 


3. Soft carbon wipes away. 
4. Goes out quickly, reducing odor. 


5. Patented process increases life 


and, therefore, economy. 
6. Steady seller because 
good. The pick o' the wicks. 


it makes 


flee Order from your jobber 
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RAYBESTOS-MANHATTAN, INC. 


MANHEIM PA 


ON 


NORTH CHARLESTON 5S 
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Capt. Savabrush has a great 
war-record! He’s fought hard 
to save lives of paint brushes 
all over America. And now, 
with bristles at a premium, 
he’s fighting harder than ever! 
Schalk Chemical Company, 
Los Angeles and Chicago. 


A WORLD-FAMOUS 


Chicag Ftd 


Distinguished visitors have 
made The Blackstone one of 
the World's most famous ho- 
tels. Beautiful appointments, 
quiet luxury, perfect service, 
excellent cuisine, sparkling 
entertainment. 

A. S. KIRKEBY, Managing Director 


eurrsons 


South Michigan Ave 
CHICAGO 





for war purposes by the Army, Navy 
and Maritime Commission. The pur- 
chase program will serve the double 
purpose of relieving dealers of idle in- 
ventories and of acquiring materials 
essential to the conduct of the war. All 
dealers who now hold idle stocks are 
meanwhile warned that unauthorized 
sales of Manila cordage constitute vio- 
lations of priorities orders which may 
be punished under the Second War 
Powers Act. 
x * 


A REVISION of Simplified Prac- 
tice Recommendation RS-40—Files and 
Rasps—just approved by the industry 
lists 324 American pattern files and 
rasps compared with 1351 when simpli- 
fication was first undertaken in coop- 
eration with the War Industries Board 
in 1918, according to the Department 
of Commerce. It omits 55 items which 
the OPM in a letter to the industry on 
Aug. 6, 1941, requested be discontinued 
for the duration of the emergency. 


x * * 
FURTHER RESTRICTIONS on 


the manufacture of fire protective equip- 
ment were imposed through the issu- 
ance of Order L-39, as amended. The 
main new restriction applies to stirrup 
pumps. Manufacture of these pumps, 
or their parts, is forbidden except to 
fill purchase orders from the Army, 
Navy, Maritime Commission, War Ship- 
ping Administration, Defense Supplies 
Corp., or governments of lend-lease 
countries. Manufacturers, however, may 
assemble stirrup pumps from parts, con- 
taining no non-ferrous metals, which 
were fabricated or semi-fabricated on 
or before July 11. 


x *«* * 
PRODUCTION of loaded stream, 


or back pack extinguishers is limited 
in any given quarter to 25 per cent of 
the total produced in the year ended 
Nov. 30, 1941. In addition, the use of 
copper or copper base alloys is pro- 
hibited in all extinguisher pumps ex- 
cept tetrachloride extinguishers. Provi- 
sions of the original order, such as the 
restrictions on brass couplings and 
foam extinguishers, remain in effect. 
x * 


EFFECTIVE JUNE 30, WPB by 
interpretation No. 1 to General Limita- 
tion Order L-140 barred the use of any 
metals other than gold or silver in the 
production of carving knives, forks and 
steels. WPB said that carving knives, 
forks and steels are not considered 
sterling silver flatware even though they 
have sterling silver handles and that 
therefore they are subject to the re- 
strictions in L-140. 

x * * 


AN INTERPRETATION of the 
phrase “had been bought and fully paid 
for” in Supplementary General Limita- 
tion Order L-5-d, covering refrigerators, 
was issued on June 29 by the WPB 
Director of Industry Operations. 

The interpretation explains that a 


refrigerator should be considered as 
bought and fully paid for if: 

a. The refrigerator was in the seller's 
possession before the issuance of the 
freeze order, and 

b. The seller prior to the issuance of 
the freeze order had received payment 
in full. The freeze order was issued 
at 10 a. m., Feb. 14, 1941. 

A refrigerator is considered paid for 
in full even though the buyer had made 
only a down payment on it prior to the 
issuance of the freeze order, provided 
that a finance company or bank had 
paid or credited to the account of the 
seller the unpaid balance, also prio 
to the issuance of the freeze order. 


x * * 


WHETHER IT WAS BECAUSE 
OF FEAR that priorities were about 
to deplete stocks or for some other 
reason, patrons of independent retail 
hardware stores bought 2 per cent more 
goods from them in May, 1942, than in 
the corresponding month last year. But 
when compared with April, 1942, the 
story was different. Sales in May 
dropped off 7 per cent when compared 
with the preceding month, according 
to the Department of Commerce. The 
decline in May is held to have reflected 
the impact of priorities—the scarcity of 
stocks. 


x kk 
DEWEY L. PIERCE, Riverside, 


Conn., has been appointed Commodity 
Procurement Advisor on Paint, Var- 
nish, Lacquer and Waxes for the WPB 
Procurement Policy Division. He suc- 
ceeds Edgar S. Blackledge, who has 
resigned to return to private industry. 

Mr. Pierce was formerly with the 
OPA. Prior to last December he was 
executive vice-president and director of 
the C. A. Woolsey Paint & Color Co. 
and the New Jersey Paint Co., sub- 
sidiaries of Sapolin Co. Before that he 
was president of the F. O. Pierce Co.. 
paint and varnish manufacturers of 


Brooklyn, N. Y. 
x * 


IN INTERPRETATION No. | to 
Order L-92, WPB explained that the 
prohibition against the manufacture of 
fishing tackle does not apply to lures, 
baits or flies, provided no critical ma- 
terials are used, other than iron or 
steel in fish hooks. Critical materials 
include plastics, cork, and metals other 
than iron or steel. The order permits 
limited production of fish hooks, and 
the interpretation makes clear that such 
fish hooks may be converted into lures, 
baits or flies as long as no critical ma 
terials are added. 

The interpretation also pointed out 
that the limitation on the number of 
fish hooks to be produced—not more 
than 12% per cent of the number pro- 
duced by a manufacturer in 194] 
applies only to the fabrication of fish 
hooks and not to a manufacturer who 
converts fish hooks to other fishing 
tackle by adding non-critical materials. 
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‘(ndestructo’ TANK FLOAT 


One-piee, ce. 












Size ° porcelain. 
Two sizes: an x5” & ~ x5" grt 4” x 6” ang it | 
x 42”. scked in ang 4 or without igi llable with 
one dozen in handsome di gaskets 1D nuts aug 
play carton. 











Tough, resistent American rLASTIC Tank Floats and 
Flush Elbows replace metal and rubber. 


AMERICAN “Indestructo— 
Tank Floats and Flush Elbows 


Not Substitutes But Definite Improvements! 


Meet your customers’ needs for immediate installation or replace- 


ment with these vastly improved units, molded of enduring plas- 
tic. Withstand salt-water, or any water content. | 
Proof against corrosion, leak, or electroylsis. Do not break, crack | 
or dent in usual handling. Float buoyant as thin-skull copper. 
JOBBERS: Send for samples and prices. } 
RETAILERS: Order from your wholesalers. Ask for 


descriptive folder. 
Sales Representatives in Principal Cities 


Originators and Pioneers of Plastic Plumbing Fittings. 


AMERICAN MOLDED PRODUCTS SALES CO. 
1758 N. HONORE ST. CHICAGO, ILL. 

















THE (Larsorv) LINE 


USEFUL HARDWARE ITEMS FOR | | 
<a NAVY. rg | 





Here are a few items from 
our large and complete line of 
bright wire goods. Many are 
used in National defense. How- 
ever, your jobber can take 
orders for immediate shipment 


on most items in our line. 





ORDER FROM SEE OUR LINE 
YOUR JOBBER OF SPECIAL- 
TODAY TIES 
Manufactured 
by 


CHAS. 0. LARSON CO. © STERLING, ILLINOIS 
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Give ROGERS GLUE a trial—iT'S THE BEST BY TEST. 
Safeguard your customers on price without sacrific- 
ing your percentage . . . it will pay you good divi- 
dends. ROGERS protects you by refusing to sell 
chain stores and mail order houses .. . AND WE 
HAVE NOT ADVANCED OUR PRICES! 

Because of war conditions a greater percentage of 
people are remaining at home and developing hob- 
bies. Some of these new hobbyists may be numbered 
among your customers and friends so we offer you 
free project books as well as free project sheets 
that you in turn can hand out to your customers at 
this time. Just advise us as to the quantity of free 
booklets or project sheets that you would like to 
have and we shall be glad to forward you a supply. 


PHONE YOUR JOBBER FOR SPECIAL DEAL 
USE ROGERS LIQUID FISH GLUE 


“The Glue with the Grip of a Gorilla’ 


ROGERSs 
Nahe 


GLOUCESTER, MASS. 


TE-CO RUBBER BELTING 


SQUARE EDGE SEAMLESS 
THIS RACK FURNISHED WITH A SMALL STOCK 
TE-CO RUBBER BELTING WILL SERVE YOUR CUSTOMERS 
SUGGESTED SIZES FOR YOUR STOCK 
50 to 75 Ft. I'/2"' 3 Ply 75 to 100 Ft. 4"' 4 Ply 
50 to 75 Ft. 2"° 3 Ply 75 to 100 Ft. 5"' 4 Ply 
50 to 75 Ft. 2//."' 3 Ply 75 to 100 Ft. 6" 4 Ply 
75 to 100 Ft. 3" 4 Ply PRICES ON REQUEST 
Larger Belt Racks for Larger Stocks 
Put in a Stock of This High Grade Rubber Belting and 
See Your Belting Business Grow 


7 Nb -. 
al ENDLESS BELTS oe (, ~Oas 




















BELT REPAIR SERVICE 


Conservation of belting has been our specialty 

for more than 40 years. We repair rubber, 

leather and stitched canvas belting — make 

endless laps, sew tears or ply separations, so 

belts will give much additional service. 

"Rockwood" Drive Pulleys—V Belts and Sheaves 
Belt Hooks, Efc., Also 


mA FULL LINE OF POWER TRANSMISSION 


TEUSCHER 


PULLEY AND 
801-803-805 N. 2ND 





BELTING CO. 


ST. LOUIS, MO. 


*'The Test of Time Since ‘99° 
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LAWN MOWER 


IR PARTS 
i seaned 


A.M Collot Supplies 


222 NW 8 “Ave Miami Fla 








Robertson 
Original ''Horseshoe Magnet'’ 
Hammers 





The original. m of superior forged 





steel strong 
Holds securely. — ¥ home, shop, 
ol and Patented 


Gri cl 1-4 che 
er ips for holding kitchen utensi 
tools, golf clube. brooms, mops, ete. - 


@ GIBSON GOOD TOOLS, INC. © 
Bex 268 Orenge, Mass., U.S.A. 












COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


Latest member of Gem c 
Nail Clipper family. 
Hardened jaws, nail 
file, cleaner. Heavily 
aickeled. Doz. on colorful card 
at jobbers’. Send for details 


THE H. C. COOK CO. 


17 Reaver St. Anaania. Cone 








TATE 


PICTURE 
HANGERS 
and 
PICTURE CORD 


E. H. TATE CO., Boston, Mass. 
Sales Offices also in: 
Chicago New York Los Angeles 


There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 











its’ centennial birthday. 
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(Photo—Courtesy of Pcoria Journal-Transcripi) 


In this building the Walker Co. had its beginning 100 years ago. It 
still stands although it has undergone several architectural changes. 


100 Years of Hardware 
Distribution 


N May 25th the Isaac Walker 
Hdwe. Co., Peoria, Ill., reached 
Its founder 
Isaac Walker arrived in Peoria in 
1842. when that city was only a vil- 





WARD WALKER 


lage, and there in partnership with 
Harvey Lightner, established a retail 
and wholesale hardware business in 
a crude store building at Fulton and 
Water Sts. Two years later a move 
was made to larger quarters between 
Washington and Water Sts. Then 
some years later, Mr. Lightner sold 
his interest to George H. Mcllvaine. 
and the firm became known as Wal- 
ker & McIlvaine. 

Under the Walker and Mcllvaine 
partnership the firm became recog- 


nized as one of the foremost repre- 
sentatives of trade activity in Cen- 
tral Illinois. Another move was 
made to the Mellvaine building 
where the business continued until 
Mr. Mellvaine withdrew. Then an- 
other move was made to larger quar- 
ters. 

Mr. Walker, who had until that 
time built up a large trade as a 
wholesaler as well as a retailer, be- 
gan to devote his attention more ex- 
clusively to the wholesale end of the 
business. His son, Edward H.. was 
taken into the partnership, and for 
some time Alexander Thompson also 
was a member of the firm. 

“In his business affairs,” 
of Peoria county relates. “Mr. Wal- 
ker was conservative and at all times 


a history 





CLEGG WALKER 
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(Photo—Courtesy of Peoria Journal-Transcrip! 


After a disastrous fire had destroyed its previous home, the Isaac 


Walker Hdwe. Co. moved to this building at 800 S. Washington Street. 


safe and reliable. After he was 
joined by his son, the management 


of affairs was largely turned over to 
the latter, who infused into the busi- 
hess more progressive modern meth- 
ods.” 

The founder of this 
hardware firm passed away in 1880 
in his 77th year. His son succeeded 
him as president. In 1882, in honor 
of the founder, the business was in- 
corporated as the Isaac Walker 
Hdwe. Co. 

The firm in 1889 erected a new 
building on South Washington St., 
and there it continued for 36 years 
until in 1925 fire, started by a bolt 
of lightning, destroyed the structure. 
But despite a loss of nearly a half 
million dollars, the business sprung 
up again in a building at 800 S. 
Washington St., where the company 
is now located. 


century-old 








W. A. CULVER 
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Ward Walker, 
Walker, was elected president of the 
company at the death of his father, 
Edward, in 1929, and he represents 
the third generation of the Walker 
Clegg 


is NOW 


grandson of Isaac 


family to be president. 
Walker, son of Ward Walker, 


vice-president of the company. 


Other officers included John Ed- 
ward Martin, secretary, and W. A. 
Culver, treasurer. 


The Walker company today counts 
seven veterans from the point of ser- 
vice, on its staff. Oldest is Oscar 
Berquist, plant superintendent, who 
is rounding out 47 years. Next is 
Harry McElhaney, a foreman, who 
has been an employee for 38 years. 
Others are Carl Clauss, 20 years; 


John Nieman, 26 years; Oscar 
Eberle, 25 years; Glenn Fuller, 28 
years, and Harry Rifley, 25 years. 


The company employs about 80 per- 
sons in all and has 10 regular sales- 
men on the road. 

In commenting upon the future of 
the hardware wholesaler, Ward 
Walker states, “There’s always a 
place in the picture for the hard- 
ware wholesaler because he’s the ser- 
vice man who makes it possible for 
the small town hardware dealer to 
operate efficiently.” 

Mr. Walker doesn’t expect a post- 
war depression in the wholesale 
hardware business for two reasons: 
hardware companies deal _princi- 
pally in articles that are regarded as 
necessities and the country-wide de- 
mand for articles now cut off by 
priorities will keep factories busy 
for several years after the war. 
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No More Damage from Condensa- 
tion or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


NoDrip—A SURE CURE 


This sensational plastic cork 
easily applied with whisk broom, brush, 
trowel or spray to metal, concrete, brick, 
wood, plaster or composition surfaces. 
In:ulates and prolongs life of pipe and 
other metal by pre- 
venting rust and 
corrosion, 

Produces a perma- 
nent, stucco-like fin- 
ish that requires no 
maintenance. Can 
be painted any 
color. 

A gallon covers 
about 30 ft. of 1” 
O.D. pipe. Comes in 
1, 5 and 55 gallon 
drums. 


a 





coating is 





Order from your jobber or write for circular. 


J. W. MORTELL CO. 
508 Burch St., Kankakee, Ill. 














SEND US YOUR 
INQUIRIES 










Stewart Chain 
Link Wire Fences 
are built to meet all 
requirements from 
low lawn types to 
high _ industrial 
fence with barbed 
wire overhang ar- 
rangement. 




















CHAINLINK 
FACTORY FENCE 


Other 











Stewart 












Products, Suards. 2) } Ne Nn ; 
Window Guards WOON 








Wire Mesh Par. 
titions. Steel Fold- 
ing Gates. Machin. « 
ery Guards. Chairs 
Settees, etc. 














. Send Stewart your inquires for fence, 
gates, and all types of metal specialties. 
Literature is available on all Stewart 
products. When writing please mention 
literature in which you are interested. 


THE STEWART IRON WORKS CO., INC. 
937 Stewart Block. Cincinnati, Ohie 





Fence Ruildera to America ‘aon 1886 














Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Manufac- 
jointly 


Hardware 
turers’ Association, meeting 
with the National Wholesale Hard- 
ware Association, Oct. 19-21, 1942, at 
the Palmer House, Chicago, Ill. 
Charles E. Rockwell, 342 Madison 
Ave.. New York City, is secretary- 
treasurer of the manufacturers’ group, 
and George A. Fernley, 505 Arch St., 


American 


Philadelphia, Pa., is 
urer of the wholesalers’ group. 
Central States Hardware Club, 
banquet and floor show, Sunday eve- 
ning, Oct. 18, previous to the hardware 
jobbers’ and manufacturers’ joint con- 
vention, in the Century Hall of the 
LaSalle Hotel, Chicago, Ill. Committee 


secretary-trea:- 

















Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word...... 08 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words 
Each additional word............--- 05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


One inch 
Each additional inch... 











MANUFACTURERS 


Addition] HARDWARE, HOUSEWARES and 
ALLIED LINES wanted by members of the New 
York Hardware Boosters. Membership consists of 
alert salesmen with profitable contacts among 
wholesalers, retailers, and mill supply distributors 
throughout the eastern and middle Atlantic States 


Address Box H 76, care of HARDWARE AGE 
100 E. 42nd St., New York City 











WHY NOT SELL SOMETHING YOU can 
get? From an unlimited stock we can supply 
salesmen and distributors with the Re Nu Make 
Ready Knife with re-fill surgical blade. Keen 
blade slides into stainless steel handle. For 
pocket, watch chain or key ring. Ideal for many 
uses. 1 doz. on display card $4.00. Single knife 
retails for 50c. Refill blades 15c each. Send 
50c for sample today. Mark Specialty Co., 917 
Temple Bldg., Rochester, New York. 





TECHNICAL SALES REPRESENTATIVE, 
AGE 37 and married, with 17 successful years 
of sales and technical experience in Hardware 
and Industrial field with major factories, desires 
connection in Pacific Northwest with manufac- 





: 


turer of volume line justifying drawing account | 


Excellent references con- 
Address Box 


against commission. 
cerning character and ability. 


St., 


MANUFACTURERS’ REPRESENTATIVE 
DESIRES LINE, fast moving hardware or garden 
and field hand tools. Several years’ experience 
calling same trade; have established following of 
leading wholesale and large chain outlets. 
relied on for contacts and satisfactory representa- 
tion. Address Box H-100, care of Harpwarr 
Ace, 100 E. 42nd St., N. YY. C 





MANUFACTURERS - 
ALLIED LINE wanted on commission basis. 
Have a good business especially from the larger 
retail and wholesale accounts. 
nessee and Kentucky. 
dress Box H-106, care of Harpwarre Ace, 100 
East 42nd St., N. Y 


H 102, care of Harpware Acer, 100 East 42nd 
, ¢ | 


YOU WILL NEED REAL SALES EFFORT 
later when merchandise is plentiful. I can 
establish your line now with wholesalers and be 
ready to send you real volume when you need it. 
Have successfully represented reputable manu 
facturers St. Louis territory for 15 years. Ref 
erences furnished. Address Box H-103, care of 
Harpware Ace, 100 East 42nd St., N. Y. C. 


INSIDE MAN MILL SUPPLY HEAVY 
HARDWARE and machinists tool house well 
known in New York to do pricing and handle 
telephone orders. Salary depending on ability. 
Address Box H-108, care of Harpware Ace, 100 
East 42nd Street, New York City. 

EXP -ERIE NC ED — HARDW ARE, PAINT, 
WALL PAPER, ROOFING—Wholesale or Re 
tail. Can take charge of business or act as Man- 
ager, Purchasing Agent or Salesman. 25 years’ 
experience. Bank and jobber references. Ad- 
dress Box H-107, care of Harpware Ace, 100 
East 42nd St., N. Y. C. 

MEN FOR MILL SUPPLY OR GOVERN.- 
MENT business, one of the country’s largest 
wholesalers in East wants salesmen with following 
in the Ship Yard and Industrial Trade in Philadel- 
phia and vicinity. State Age, qualifications, 
salary desired, references. Address Box H-104, 
care of Harpware Ace, 100 East 42nd St., 
2 i , 








WANTED: PAINT, HARDWARE OR 


| BUILDING materials salesman for Kentucky 


Tennessee. Several other territories available. 
Drawing account. Well-Rated manufacturer of 
full line trade sale paints distributed through 
dealers offers exceptional opportunity. Send photo 


| with complete information and interview will be 


Can be} 


- HARDWARE OR | 


Territory is Ten- | 
Excellent References. Ad- | 


arranged. Address Box H-101, 
ware AGe, 100 East 42nd St., N. 

MODERN HARDWARE STORE’ FOR 
SALE. Ideal location in Central Adirondacks 
Lumbering and Summer Resort section. Inven 
tory about $10,000.00 well selected clear stock. 
Second and third floor of building are modern 
apartments leased. Sell or lease building. In. 
ventory increased annually. Address Box H-105, 
care of Harpware AGe, 100 East 42nd St.. 
-_ Bone 


care of Harp- 
a. 








in charge: 





chairman, Walter M. Floto, 


American Steel & Wire Co.; A. J. 


Eggleston, 


Richards-Wilcox Mfg. Co.; 


W. M. Olsen, Lamson & Sessions Co.; 


C. Neal Turner, 


At 


las Tack Co., and 


Ben Leve, The Carborundum Co. 
Fifth annual Open House and get- 


together, 


Wednesday, Sept. 16, 1942, 


for members and guests who will be 
in Chicago before entraining for the 
Hardware Golf Association tournament, 
in the club’s own rooms in the LaSalle 
Hotel. Committee in charge: chairman. 
J. D. McCue, Russell & Erwin Mfg. 
Co.; F. J. Koch, McKinney Mfg. Co.; 
G. H. Beaudin, J. Wiss & Sons Co.; E. 
R. Swift, The Stanley Works, and Ben 
Leve, The Carborundum Co. 


Hardware Golf Association, 17th 
annual tournament, 
at The Elms Hotel, Excelsior Springs, 
Mo. Hotel reservations should be made 
through Dietz Lusk, 621 E. 70th Ter- 
race, Kansas City, Mo., who will make 
all room assignments. 


National 


Wholesale 


Sept. 17-19, 1942, 


Hardware 


Association, meeting jointly with the 
American Hardware Manufacturers’ As- 


sociation, Oct. 


19-22, 1942, at the 


Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 


Madison Ave., 


St., Philadelphia, 


New York City, is sec- 


retary of the manufacturers’ group. 


Mord, Horrat 























“ FOR THE LAST TIME — 1 HAVEN'T ONE THAT 


GOES LiKe THaT/~ 











"AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA rs 
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D. A. McGeein, Hellman Hardware Co 
Los Angeles, Calif., has made mountain 
climbing his hobby for a good many years 
Nearly every week, on holidays and dur- 
ing vacations he goes into the high ranges 
having climbed 276 peaks since 1929. Eight 
of these peaks were higher than 13,000 
feet, including White Mountain, near 
Bishop, which he ascended for the first 
winter conquest, sleeping at 10 degrees 
below zero. Twice he has ascended the 
east face of Mt. Whitney, the nation’s 
highest peak of 14,495 feet. It is said that 
only 22 men have ever gone up that way. 
Evidence of the growing popularity of the 
sport lies in the fact that when he joined 
tke rock climbing section of the Sierra 
Club 10 years ago, it had but eight mem- 
bers. Today the club has 75 or more 
members. He is shown, making a winter 
climb, up Mt. Dana in southern California's 
high Sierras 
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Edward W. Cartwright, proprietor, Cartwright Hardware Co., Santa Fe, 
N.M., has been a stamp collector for nearly 40 years. Although the press of 
business has prevented him from following his hobby, as he would like, 
his two sons are carrying on his collection. Whenever practical he spends 
a quiet evening going over the albums with his sons aged 17 and 18. His 
collection has about 30,000 stamps containing good specimens from prac- 
tically every country in the world. He has never been as much inter- 
ested in the stamps themselves as he is in their background, the history 
of the countries from which they came, the scenes depicted, etc. From him, 
as a result of his studies, his two sons have learned much geography and 
history. Here he is with his wife and two sons 
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PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Strueturals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, ete. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 
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Non-Priority . 
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olume, 
Wartim 
bor details. 


F. H. WOODRUFF & Sons, inc. 


GRASS SEED DIVISION 
MAIN OFFICE - MILFORD, CONN. 


e Merchandising: 














GENUINE AJEFY PRODUCTS 


? 
ACh g/tié 





Cattle Stalls, Stanchions, Pens, Water 
Bowls, Milking Stools, Feed Carriers, 
Feed Trucks, Litter Carriers, Cork Brick, 
Steel Columns, Ventilation, etc., etc. 





Established 1879 


atso HAYING TOOLS anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user” 
THE NEY MFG. CO., CANTON, O. 


BLUFFS, 1A 































BRANCH HOUSE COUNCIL 

















Th 
CALBAR 
QUICK LOADING CARTRIDGES 
WITH CARTRIDGE EJECTOR GUN 


Use Oaulk-O-Seal in the new Vulco Fibre Car- 
tridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- =, 
nates all backfiring and leakage. Quick action. 
No waste. Always clean. Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Ooiors Send for Color Chart. 


YOUR JOBBER OAN SUPPLY YOU. 


—“£- Paint & Varnish Co. 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 


‘at A PHILADELPHIA, PA. 


Nothin’ Be tter™ 


Hoppe's No. 9 Solvent 


cleans rifles and other firearms RIGHT. 
That’s why it’s in demand by soldiers, marines 
and Public safety guardians everywhere. 
That’s why it keeps on selling | | 
faster and faster. And that’s | 
why you can put your faith and 
money into it. 












Frank A. Hoppe, Inc. 
2314A North 8th St., Philadelphia, Pa. 














sent" TYQMES & SILENCE 





SLIDE SILENTLY - SOFTLY - SMOOTHLY 
4Nc SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 
« Name "Domes of Silence" 
TO A on each genuine Glide. 












Domes of Sil — Rubber Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 







Ask your Jobber. If he is not sup d write to 


DOMES of SILENCE, Inc., 35 Pear \) OL a 
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Acme Steel Company 49 | Larson Co., Charles O.......... 59 


Spaten Chain & Cable Co., 
nc. 
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American Chain Div. ‘ 62) M 
American Crayon Co. as 45 
American Molded Prods. Sales Miami Cabinet Div. ... , 48 
‘ ; 9 
- . Miller, Inc., Robert E. ....... 64 
eee See Wananga Wl ete Me Me... @ 
a Soe. . - Myers & Bro. Co., The F. E... 34, 40 
Archer-Daniels-Midland Co. 43 | 
Aridye Corp. 39 
N 
National Mfg Co. 57 
8 Newport Industries, Inc. , 54 
Bethlehem Steel Co. 31 Ney Mfg. Co. ee “4 
Blackstone Hotel, The 58 | 
Boss Mfg. Co. 55 
R 
Boston Woven Hose & Rubber Co. 4 
Briggs & Stratton Corp. 53 | Raybestos-Manhattan, Inc. (Indus- 
. trial Sales Div.) 
Builders Hdwe. Textbook 65 
Ray-O-Vac Co. ip palaaceaeds 45 
Remington Arms Co., Inc. ... 21 
| Rogers Isinglass & Glue Co. 59 
Cc | 
| Russell, Burdsall & Ward Bolt & 
| Nut Co. ; Sacalean 
Calbar Paint & Varnish Co. | 
| Ryerson & Son, Inc., Jos. T. 63 
Cleveland Cooperative Stove Co. - 
Callot Supplies, A. M. 60 
| Columbian Rope Co. 45 5 
Columbian Vise & Mfg. Co. 45 
Cook Co., H. C 60 | Schalk Chemical Co. 58 
Shapleigh Hardware Co. . . & 
Simonds Saw & Steel Co. .... 52 
D Stanley Tools ...... ; é 
Stanley Works ............ 45 
Devoe & Raynolds Co., Inc. 27 | Stewart Iron Wks. Co., Inc., The 61 
Domes of Silence, Inc. : 64 
Draper-Maynard Co. 42 
T 
| 
Tate Co., E. H. 60 
’ Teuscher Pulley & Belting Co. 59 
Evercrete, Inc. , | | Treasury Dept. % 
| 
| U 
6 
| Union Hardware Co. 35 
Gibson Good Tools, Inc. 60 | 
| 
Ww 
H 
Woodruff & Senn Inc., F. H. 63 
eae, tne. Hank A. "| Wooster Brush Co. 2 
1 | Y 
} 
Independent Lock Co. 9' Yale & Towne Mfg. Co., The 3 


HARDWARE AGE 








he 
yo 
ale 


the 


cos 


- + 


Pe ee ee eee eee sy 


a Se -. ae 


a 
— 


















NOW at the New 


Low Price of $200 


Was $300—Now $200 
New Price Effective April 1, 1942 


ONINWA 


AMA 


You ean save 819° 
by ordering your 
copy today 


ATA RBASAW 


samo 


You will want this book for your files and 
for use during the years to come as it is a 
source of complete, authentic, easy to read in- 
formation on all phases of Builders’ Hard- 
ware. 


You will be shown how to start a Builders’ Hardware 
Department with a modest $500 stock—how to read the 
blue prints and take off plans—specify jobs, work with 
home owners, contractors and architects—how to set up 
your department capable of servicing all the needs of your 
community from the average home to schools, churches, 
hotels, office buildings, etc.—how to stock and display this 
line so that it will bring you into contact with every home 
owner in your neighborhood and how to turn him into a 
permanent customer for your store for all his other hard- 
ware requirements. 


ao 


ou 


This book will give you a better understanding of and 
help you sell more Builders’ Hardware. It will also help 
you train your clerks to become better salesmen, more 
alert to the profit possibilities this line carries. 


It’s a handy book you will constantly refer to—especially 
the comparative charts which will save you many times the 
cost of the book, in time and trouble. 


Order your copy now, use the coupon below 


ere maATL THIS coupon TOOAY 


(] Check here if you enclose payment, in which case we pay postage 
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ADON H. BROWNELE B 








: ones 
1 HARDWARE AGE : 
100 East 42nd St., New York, N. Y. 

: Please send me........ copies of "TAKING THE MYSTERY OUT OF 

a BUILDERS' HARDWARE" by Adon H. Brownell. | will pay the Postman 

: $2 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 

. WME <Sicig esis Sued ae Sanaes as Hip and sacalick $s bus hes Gag aE enates gic Puss Saeed 

s ADDRESS ............. asiadeniec ence 

' 

8 CITY.......... SUAE..<.. 

' 
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Check This 
PARTIAL LIST OF CONTENTS 


60 Chapters 
220 Pages—size 8!/2 x | 1'/,—cloth bound to 
withstand hard use 
Working Blue Print—size 25 x | 1!/p inches 
Glossary of more than 300 Technical Builders’ 
Hardware terms—Cross Reference Index 
38 inch pull-out chart comparing 61 Builders’ 
Hardware Manufacturers’ finishes with 
U. S. Standard Symbols 
Comparative Charts which show you how to 
match other manufacturers’ products 
which may be specified, with the items of 
the line you handle, such as: 
Butts 
Jamb-Floor and Checking Floor Hinges 
Mortise Bit Key Locks and Latches 
Mortise Cylinder Locks and Latches 
Trim for Mortise Locks 
Double Hung Window Hardware 
Liquid Door Closers 
Floor Hinges— concealed and semi- 
concealed door closers 
Lavoratory Hardware 
Suggested Lists of Locks for Use in: 
Office and Apartment Buildings 
School Buildings 
Hotels 
Hospital and Asylum Buildings 
More than 600 Illustrations, Charts and 
Tables 
27 Illustrations of Different Builders’ Hard- 
ware Display Rooms 
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TO EXECUTIVES: 





The Treasury’s decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 

requests by purchasers who asked the 
opportunity to put more money into 
the war program. 

This is not a new Bond issue 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
either Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value. 


Save With... 


War Savings Bonds 


Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 


The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 


The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 


paid semiannually by Treasury check. 


Don’t delay—your “fighting dollars” 
are needed mow. Your bank or post 
office has full details. 
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THE 21ST EDITION 
OF FHE MERCHANDISE 





ks Y 


WAAR MatiowNs Weeveres 


QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4. More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory ever published of 
manufacturers of Hardware, Tools, 
Household and Kitchen ware; Farm, 
Garden and Dairy Equipment; In- 
secticides, etc.; Paint, Stoves, Elec- 
trical Appliances and Supplies; etc., 
plus hundreds of merchandise items 
made of non-critical materials to 
meet war-time conditions. 













DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more usefyl, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 


merchants. 
In every way this 2lst coming-of-age edition of “Who Makes It” is a 


splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. ©. © Charter Member ¢ A. B. P. 
®© PUBLICATION 


100 East 42nd Street, New York, N. Y. 
A CHILTON 











WHY 00 SO MANY HARDWARE DEALERS 
BUY PAINT FROM SHAPLEIGH'S 7 


























Unsurpassed quality! These paints are 
manufactured in Shapleigh’s own mod- 
ern plant to exacting specifications and 
under rigid supervision. 


Right now many hardware retailers are 
finding in paint one answer to that im- 
portant and often-asked question: “What 
else can I sell?” 





Shapleigh’s de Luxe and Simmons Guar- 
anteed paints are sold with a guarantee 
of complete satisfaction to the user ~-a 
guarantee backed by the Shapleigh 
Hardware Company 


With the different price lines of paint 
manufactured and sold by Shapleigh’s, 
you can meet the most stubborn com- 
petition without sacrifice of profit. 


Two separate and complete top-quality 
lines to choose from --Shapleigh’s de 
Luxe and Simmons Guaranteed.* Names 
well known and respected by your cus- 
tomers. 


When necessary you can order small 
quantities of paint economically with 
regular hardware items. No waiting un- 
til you need 100 pounds of paint alone! 


Remember, too, that dealers can secure 
exclusive agencies for Shapleigh’s paint 
lines... Why not talk to our salesman 
about establishing your store as one of 
these agencies? 


*Also manufactured by Shapleigh’s are the popular medium-priced lines, “Shapleigh’s Stand. 


ard” and “Simco” 


and lines which meet low-priced competition, 


“Mizzo” and “Pennant.’ 


SHAPLEIGH HARDWARE ComPANY, ST. Louis 


SHAPLEIGH NATIONAL SERIES NO. 2384 








